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hall the Small Factory Continue? 


O merge, or not to merge, that is the question ; 
whether it is better to be merged or to be sub- 
merged. I have finally come to the conclusion 
that the best thing we can all do in the steel industry 
would be to emerge.” So says James A. Farrell, presi- 
dent of the United States Steel Corporation, in a most 
surprising address before the American Iron and Steel 
Institute. Read on: 

“America does not want to see the elimination of small 
manufacturing plants—this country was built up on small 
companies. The corporation that I am connected with 
has a potential capacity today of 25,000,000 tons of steel. 
And so it goes all through the industry. Everything 
runs big. 

“Now the question in my mind is that perhaps things 
are going too big. You all know that a small manu- 
facturer today is not received very enthusiastically in the 
banks if he wants to borrow $15,000, or $20,000 or 
$25,000 to run his business. 

“We have got to give some thought to the recrudes- 
cence of the smaller manufacturer in this country, or we 
are all going to get so big that after a while there will be 
only half a dozen concerns or half a dozen utilities to do 
the business with each other. That is a phase of this 
question that might be given careful thought from the 
economic side of things.” 

The bloom is evidently off the rose in the merger 
business. The time, thought and strategy that have been 
put into the business of merging companies is now being 
directed to the operation and management of individual 
businesses. Men are giving their undivided attention 
No longer can you find “big sums 
of money out on call.” What is that money now doing? 
It is working in plants and stores and creating new 


to their businesses. 


energy and new wealth and, best of all, new buying 
capacity. 

This is right in line with the best economic thinking 
of the moment. We are seeing a similar common-sense 
in shoe business. Every man engaged in the shoe busi- 
ness is interested in pair by pair sale of shoes over the 
fitting stool. The merchant’s mind is in the store. 


Our industry might well take the advice given by 
Mr. Farrell in encouraging efficient, small sources of 
supply. Almost daily we receive letters from merchants 
who find a positive need for a factory source for some 
one specialty. Usually some financial accident has hap- 
pened to the original source and a store finds itself in a 
predicament until it can locate some other manufacturer 
who can fill the vacancy. In one case it was necessary 
for the retail merchant to write to a dozen other stores 
and ask them if they would consolidate their orders for 
this specialty, so as to make it interesting for another 
factory to continue supplying a very necessary line of 
shoes. 


HEN a store has built up a reputation for itself 
around a certain shoe it is indeed greatly interested 


in the success and progress of the factory that has been 


building that necessary number. Big institutions tend to 
f 


standardization and in the arts of footwear we still see 
the need for individuality. 

Certain tricks in craftsmanship should not be per- 
mitted to pass out of the picture because the small man- 
ufacturer has not been able to get as wide-flung distri 
bution for his product as it deserves. Ours is an indus- 
try built around individuals—men who are craftsmen and 
technicians. Slowly but surely they are learning the 
necessary arts of merchandising but under present con- 
ditions they are having difficulty in weathering the eco- 
nomic storm. 

Mr. Farrell’s opinion carries weight with the banks 
of America. We hope that we may see a continuation 
of the craftsmanship that has been so much a part of 
small factory operation. Let us hope that the economic 
consequences of the present financial situation do not 
result in the loss of craftsmanship that goes into making 


footwear an article of utility and beauty and not merely 


patted) fleclovens 


Editor 


a unit of price. 





Down to the Sea in Shoes 


B ’ 
MADAME HAMILTON JEFFRIES Fashion Reflects the New Ur 


Fashion Editor, Boot and Shoe Recorder 


a} 

International yac ht MERICA answers the call of the sea. Motor boat- 

races in September A ing and sailing now furnish the thrills that sport A 

and preliminary races lovers experienced from motoring when high- fect 

to determine Amer- ways were less crowded. The outboard motor makes it a 

ica’s defender will possible for all classes to cruise inland lakes and water- beh 
prolong the season for ways as well as for dwellers up and down the coast to 

aquatic sports this navigate craft of their own at a cost within the limi CS! 

year of the average purse. 
Result, a new surge of interest in all things maritim 

International yacht races scheduled for September take 

on a new significance. Yacht races and motor bout 

races throughout the summer claim a larger share «i avi 

local attention. When the nation’s sport interests take on 

a new direction, the result, almost invariably, is reflect: sho 

in the field of fashion. 


line: 
com 
rate 


oxf 
Millions of people who live thousands of miles from chor 


salt water will this summer be influenced in the types « R 
clothes and shoes they buy, as well as in their sports ai! the 
recreations by the fact that both seaboards have gor spo 
in head over heels for motor boating. The shipbuilding rig! 
and outboard motor manufacturers, who are spendiny \ 
millions of dollars to sell their products through adve: ther 
tising are not depending merely on tidewater market bro 
They realize that when Boston, New York, Philadelphia, 1 
San Francisco and Hollywood make motor boating thei: the 

spo 

wo! 

sho 


Ten times around the deck sas 


every morning and five in 

the afternoon. Here are 

the types of shoes most 
favored for shipboard. 


ox! 
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Urge for All Things Nautical 


major sport, the inland communities that boast of a lake 
front or a sizable river will follow suit. 

Already men’s and women’s fashions for summer re- 
flect the new influence in a multitude of ways. 
as they are to new fashion trends, shoes cannot be far 


behind. 


Sensitive 


PECTATOR types of buck and calf or kid, in white 
Pastel in kid, 
linen embroidered vamps, open-shank types, some vivid 
combinations, and the all white shoe are worn. Perfo- 
rated types with combinations and finishes in oxford 
stylings are chosen usually by the woman who wishes to 
travel light. This habit perhaps has the beach or pastel 
shoe to change the costume, otherwise a brown or elk 
oxford or one-step is used to fill the need of the deck 
shoe. 

For the woman who dresses the part or who paces 
the decks or the piers during the regatta or at the water 
sports, great care must be used in selecting exactly the 
right shoe for the occasion. 

With the conservative yachting suit and blue jacket 
there is an opportunity for a more refined type of 
brogued bucks, or white and calf oxfords than formerly. 

The uses of novelty mesh hosiery in sport weaves and 
the sudden vogue of pastels in stockings makes the active 
sports footwear more conspicuous than ever. The new 
woman demands new interpretations. The white deck 
shoe is today featuring some moccasin toes and light 
weight rubber top lifts. The leafbrown suede deck 
oxford is being worn by many of the smartest women 
as an all around sports type. Many times these shoe 
styles are off white rubber sole and heel. Other times 
it is used with a natural plantation crépe sole. 


and combinations are always safe. 


3ecause of a new acceptance of yellow, orange, rust 
and copper shades, the white and off white shoe has a 
big opportunity for sports wear. White calf, unlined 
and perforated with plain tip and foxing is the new 
thought for leisure wear shoes. Women are learning to 
change their shoes two or three times during the day and 
so give more opportunity for various types. 
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Continental travel is now a 
recognized part of summer 
life for many people. Leisure 
and deck shoes are needed 
to supply the demands of 
prospective overseas voyagers 


The new feminine trend, with suggested sandal 
lines and open shank expression, is indeed fortu- 
nate for the makers of extra pair footwear, 
especially when these types are sold as price mer- 
chandise. Contrasts are the new advanced note 
in appliqué treatment. Linings also must be 
studied to suggest dainty colorings. Eggshell, 
or rosy beige, are always safe to use, but one must 
do more than this. 


harmonies and complements as smart combinations at 


A study should be made of color 


salable prices may be merchandised with gratifying 
results. 

Men also are fastidious in the selection of their deck 
and active sports footwear. The white buck shoe with 
the U throat is probably the best all-occasion shoe that 
the gentleman can select. Informal teas and boat parties 
very often continue into an evening club dinner, and 
the plain white U throated oxford straddles all these 
functions, suiting almost every type of man. 

As the striped flannel trouser is worn this season by 
the ultra smart, the all white or the white with black sole 
will be in demand for the man whose favorite sport is 


yachting or motor boating. 


SIX BEST SELLERS 


Perforated Unlined 

Linens Plain and Embroidered 
Open Vamps 

Barefoot Details 


Canvas Novelties 
White Kid and Calf 





own to the Shore in Style 


Fashion favors the shoe merchant with 
a multitude of profit creations for summer 


UNSHINE and summer and style in the forefront! Fashionab 
Ancient patterns America stretched lazily along ten thousand miles of sandy shor 
' 2 Cc i J 
reminiscent of Greece 
2 2. ° ° > ° age 
and Rome, are recre energy for toilsome weeks to come.. Vacation seekers by the million. 
ated in new materials It’s a far cry from the old swimmin’ hole to the fashionable bea 
and a profusion of resorts of 1930. Modern sport and recreation demand styleful appar 
color to glorify the and smart, fashionable footwear. Simple bathing slippers have given wa 


bordering two oceans and countless inland lakes. Not just the id 
rich but the millions who steal away from busy toil to store up week-c1 


beach sandals of 1930 toa multiplicity of colorful creations in countless patterns and a variet 
of materials. Sales opportunities tor progressive merchants ever on tl 
alert to discover elusive profits. 


Beach footwear, in the past, has borne the curse of the bargain counte: . 
It was for sale everywhere and at any price. It was a standardized proj 0 : 
osition, lacking the touch of the imaginative wand of the fashion creato: oe 
which imparts both individuality and the possibilities of profit. This seaso i 
all that is changed. Color design and the ingenuity of the fashionist hay “ 
contributed to an amazing variety of new confections calculated to app 7 


to the fancy of the discriminating. a 


pene JUGH the uses of materials and the adapting of novelties fi 


' ; é ae ‘ hach 
staple wear, the public now has choices of expression in beach foot 
- , , inde 
wear. There was a time when women spent their vacations with one pa 
° : : . P ° . trom 
of white shoes and a pair of tan for change. If the wardrobe includ : 
fusi 

Whi 
with 


mor 


two pairs of slipper types, it was something to be talked over by the othe: 
vacationers. Today it is absolutely necessary to have footwear for eve 
mood, millinery being partly responsible. It need not be expensive ai 


durability is not as essential as heretofore, but the footwear must be attra Kol 
) igh! 


tive and express the clothing for which it is created. r 
in 


The value of color and the acceptance of all white is being clever 
sary 


Bathing girl with back of tan; 

Pajamas too. Oh man, oh man 

Sandals of wood, of cork, of rubber, 
Skipping and tripping, one place to another. 


300T AND SHOE RECORDER 
combining THE SHOE RETAILER, May 3 











ZZ, 


4, 


SIX BEST SELLERS 
All White Canvas 
Espadrille Types 
Rubber Soles 
Tri-color effects with beige base 
Novelty soles in composition 


merchandised. Many of the specialty shops use Palm Beach as a 
proving ground and try out patterns and new materials to get the 
reaction before volume production is under way. Having a proving 
ground is perhaps one of the safest and most sane plans that a man- 
ufacturer or retailer can indulge in. 


HE testing of fabrics and a check on backings and construction is 

also a necessary procedure. In featuring pastels in a window the 
background should have a light, neutral appearance with a hazy or 
indefinite cast. A background should never take away color depth 
from the article which it is featuring, nor in any way excite con- 
fusion. White footwear may be contrasted with a black background. 
White, with vellow or green, deserves different treatment than white 
with pink or with lavender. Green and yellow, being cool colors, a 
more tailored appearance may be indulged in than a window with 
light blue and pink. Blue and pink, being feminine and associated 
in the mind of the public as feminine colors, it is most always neces- 
sary to establish dainty assemblage and almost child-like agreement 
of merchandise. 

There is every indication of a long and profitable season for beach 
and week-end footwear. Are you watching the trends ? 

Europe has given a few ideas to the world at large for the uses 
of new and novel materials and America has absorbed and exploited 
these ideas. 

We have produced charmingly fashioned espadrilles and alpagarta 
types, also the new interpretations of the year in and year out sneaker. 
The public, quick to fancy linens, ducks, and odd weaves of cotton, 
linen and rayon, have found themselves able to choose colors and 
stripings in footwear to suit most any individual frock or hat. 

Many of the sneaker types are made over shoe lasts, and the rub- 
ber sole is attached to the thin welted-leather sole. Straw and cork 
are also noted in the down-to-the-shore shoes, as is the all rubber 
clog with corrugated sole to grip the wood on the boardwalks. 
Women are today accepting color in beach wear as never before. 

On the West Coast and in the South, the demand is already heavy 
for striped and checked duck. 
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Torrid Temperatures in May Put 
Men in the Mood to Buy Extra 
Pairs for Coolness Sake—June |s 


the Month to Sell Them 





No LEATHER OVERLAY —— 
Hottow HEEL AND FEATHERWEIGHT SOLE 








HAT week of hot weather that swept over the 

Fast early in May was a tremendous boon to 

merchants selling men’s apparel and men’s shoes. 
Men buy things when they need them. They buy 
rubbers when it rains, tropical clothing and summer 
weight shoes when the mercury hits 90. Hot weather 
creates a summer. psychology in which summer weight 
shoes can be sold profitably and in volume. Merchants 
should make the most of every early hot spell to promote 
summer weight through window displays, newspaper 
advertising, suggestive selling on the part of the sales 
force. June is the big opportunity month to sell men 
this extra pair of summer shoes. 

The outstanding thing about the summer weight shoe 
movement, launched a few years back to increase pair 
sales in men’s footwear, is the fact that it has succeeded 
wonderfully well where it has been effectively promoted 
and made very little impression elsewhere. Men, as a 
rule, do not go into shoe stores and ask for summer 
weight shoes. The idea must be sold to them. Putting 
a few summer weights in the window and forgetting 
about them will not accomplish the trick. The thing 
must be dramatized in such a way that summer weight 
shoes will be brought forcibly to the attention of the 
average man. The tie-up between summer weight shoes 


shoes and straw hats has succeeded in many stores 

Few cities have done as good a job in merchandising 
men’s summer weight shoes as San Francisco. Mer 
chants there have been keenly alert to the possibilities 
of the summer weight idea, with the result that a num 
ber of the stores have built up a splendid business on 
summer weights which is increasing from year to year 

San Francisco shoe merchants cooperate in building 
publicity to promote the summer weight idea at the 
beginning of the season. They have done this success 
fully for a number of years back and are thoroughly 
sold on the possibilities of extra profits through intelli 
gent summer weight merchandising. This year Perry 
Askam, star of ““New Moon,” one of the popular shows 
of the season, was featured in newspaper publicity, wear 
ing summer weights or the newest models of sport 
shoes. Shoe stores tied their advertising in with th: 
newspaper publicity and the results went beyond expec 
tations. The massed publicity at the beginning of th 
season helped to make men summer shoe conscious at a 
time when they are willing to spend money for summet 
things. 

Baltimore is another town in which retail shoe met 
chants are cooperating side by side in the effort to mak« 
the summer weight shoe a real profit factor in the sho: 
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business. Unfortunatetly, in many other cities, summer 
weight shoes have been overlooked, or their possibilities 
minimized. 
that June furnishes the big opportunity of the season 
for summer weight promotion. There will be summer 
weight business up to mid-July, but after that the aver- 
age man is disinclined to purchase a pair of light weight 


In this connection it is important to realize 


shoes. 

Events this year have furnished abundant evidence 
that the summer weight idea is logical and in line with 
the trend in men’s apparel. There is a reaction against 
heavy, uncomfortable clothing for summer weight. It 
was evidenced in the revolt of the Dartmouth College 
students who went to class in shorts and in the declara- 
tions of leaders in the apparel industry that such gar- 
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ments may easily become the accepted thing in sports- 
wear. These ideas seem radical and extreme, but they 
are expressions of a widespread impulse on the part 
of men, particularly of the younger generation, for more 
comfort and less weight in hot weather clothing. The 
summerweight shoe is a logical expression of the same 
impulse with the added advantage that it gives men foot 
comfort without violating any of the canons of tradition 
and good taste to which the average man is bound so 


firmly. 





The two on the left are discreetly refined as to 
trim and toe treatment to suit the preference 
Perforations 


of men of middle age and after 


and imitation wing tips, such as one sees at right, 


catch the fancy of younger fellows 
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Ideas Needed Most in June 


HAT do the shoe stores of America need most of 

all in the month of June? The story which 
Woodrow Wilson once told seems to fit the case. It 
was of a young preacher going to his first charge 
somewhere in Kentucky and he prayed fervently that 
he might have power in his ministrations there. After 
listening to his sermon, an old deacon went forward 
and said to him: “Young man what you lack is not 
power but ‘ideas.’”” This mind has an inexhaustible 
appetite—let us feed it with new ideas. 

Here we are in the merry month of June—one of 
the best buying months of the year. Guy Hubbart 
tells us that the population of any city or town increases 
its buying activity (not buying capacity) on an average 
of 20 per cent in the month of June. For example, if 
a town has 100,000 people, it buys at retail as if it had 
120,000. If it normally spends $5 daily per capita, 
it spends in June $6 daily. The demand for special- 
ized goods increases in June—for play and for dress. 

A California merchant writes: “How can we stop 
these wild women from walking in and walking out? 
What can I do to my salesforce so that it will sell them 
what we have instead of dream shoes out of picture 
books? How are we to guess and how are we to get? 

June is no month for dizzy selling. There should be 
no bewilderment at the fitting stool. June should not 
open up with our trade in a general state of indiffer- 
ence, struggling against—it knows not what. June is 
the month to be definite, to be aware of what is wanted 
and why, to have faith in goods that have been pur- 
chased and the energy to move them .at a profit. 

A great industry has been floundering around. A 
great country has been in the dizzy dumps but June 


is the middle of the year and the best month of th 
season. The country has power enough, industry ha 
capacity enough—it is time for all to use ideas. 


4 te ty 


Battleships Versus Bombs 


HIe Naval Pact is now in the hands of the Senat: 

and in all probability it will be signed. It repre 
sents some progress toward an agreement with othe: 
nations. When you read all the press-copy, put thi- 
thought in the back of your mind—‘All the world | 
cutting down overhead expense of government; it secs 
the ineffectualness of the old tonnage of ships; th 
peace pact—is not for peace but is economic. 

The only fly in the ointment is the advocacy oi 
billion dollar building program over a term of te 
years. That gesture is to save the face of admiral! 
and officers who enjoy uniforms and naval social lif: 

Not one word was said of the new instrument fo 
warfare—the bomb-laden aeroplane. New York hail 
a good example of it this week. The entire fleet wa- 
moored in the Hudson for picnic parties for the publ: 
and for a sailor’s day ashore. At the same time 
sinister fleet of 143 aeroplanes flew over the city, givin 
New York more chills than anything has in years 
Many a big business man watching that fleet of aero 
planes made a mental comparison of the number 0! 
bombing planes that might be purchased for th 
equivalent of a forty million dollar useless battleshi; 
A practical country like France operates an air flee’ 
thirty times the size of our own and is ready for what 
ever may happen. 

The naval demonstration on the Hudson was all righ! 
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as a Sailor’s holiday. The naval conference in London 
was a pretty gesture. In neither case was the real 
instrument of future warfare—the aeroplane—taken 
into consideration. 


A 4 


Traveler Worthy of Hire 


TRAVELING salesman, in the prime of his ex- 
perience, writes to us as follows: 

“Have you seen lately any advertiser in your classi- 
fied department offering a salesman a drawing account 
or any compensation whatsoever? Is it the tendency 
to engage men to ‘travel on their own?’ ”’ 

There’s a question that is a poser. It is not particu- 
larly new but in the last twenty-five years many a sales- 
man has taken a line of samples and started out “as if 





men shipped a line of samples and told to go on their 
own. Not at least by concerns that are in business and 
hope to continue. The work of the traveling salesman 
today is almost as definite as the work of a man at the 
cutting bench or sole-stitching machine. He is indeed 
a most important part of industry. 

A salesman who has demonstrated his capacity for 
selling, negotiates with concerns that know definitely 
what they can expect out of a good territory, provid- 
No real sales- 
No real 


salesman using the new tools of his profession needs 


ing the orthodox rules are followed. 
man needs to travel on his own for long. 


to lose his own money while making money for some- 
body else. Unfortunately industry is not thoroughly 
efficient in solving its employment problems. We, as a 
paper, go a far distance to bring salesmen and manu- 
facturers together for their mutual good. We insist 
in both cases that the proposition be both practical and 





in business for himself.” 












such basis. Salesmanship 





is a definite item of cost 





There is a change taking place in salesmanship on the 
road. Once upon a time, the manufacturer advanced 
a drawing account and figured it was “some gain” if 
the salesman was within “cheering distance” of his 
quota—for that additional expense was charged up to 
missionary work. But today missionary work, as such, 
is not measured on the same stick. 
so many salesmen in the course of the day that he 
develops a mighty good “forgettery.” 

But a workman is worthy of his hire. We know of 
no factories that can employ workmen at machines on 


business-like 


sidered. 


A merchant sees 


for everyone concerned. 


effort will not produce sales 








that goes into the shoe. 





Naturally, it is impossible 





to write out a work ticket 





for every salesman, condi- 
tions differ with lines, but 





no longer are real traveling 









































—Good News— 


“TJ am a constant reader of your 
magazine and I certainly find it an 
interesting book. It not only keeps 
me posted on the newest men’s styles 
as shown by various manufacturers, 
but furnishes me with some very help- 
ful ideas. 

“DAVID JASPER, Manager. 
“Nelson Shoe Store, 
“Brooklyn, N. Y.” 
* 


* ce 





A great interest in men’s shoes is de- 
veloping. Slowly but surely men are 
becoming the right color conscious, the 
right suit conscious and the right shoe 
conscious. We have of late stressed the 
importance of selling more shoes to men 
and this year marks the greatest sport 
shoe interest by men. We know Nelson 
Shoe Store and every vigorous men’s 
shoe department is keenly alert to the 
necessity of selling pair by pair and an 
extra pair this season. 


Sut” % i ee ‘ 


a 


President. 


the salesman be recompensed for his 
services and the manufacturer properly served as well. 


There are times and conditions where the most heroic 


they too should be con- 


We still believe, by and large, the right goods and the 
right salesman, in the right service to the store so 


that it in turn can make a profit, make possible a wage 


Selling on the road is a steady, sane, sensible business 


and thousands of men are making good for they know 


their merchandise and just 
how it fits into the scheme 
of dress and into the serv- 
ice of the store. There are 
just as many successful 
salesmen to day as_ there 
have ever been and we are 


happy to see them. 
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“Problem Feet” Become Style Conscious 


Next great development in Orthopedic Shoes is to 


“please the eye” while “favoring the feet” 


HE outstanding problem in the orthopedic end of the busine 

is the introduction of fashion and the retainment of fund 

mental characteristics that give the right fit and the rig 
comfort. 

An orthopedic shoe as such must have the right bottom as a su 
port—or, in the other case, as an exerciser. There is a proper pla 
for both the rigid and flexible type shank shoes, for they both se1 
well. 

They have in common most of the characteristics of pattern, 
shown on this page. These types indicate the possibilities of chan 
in orthopedic design. The old bars over the instep are not so welco1 
to the woman customer because they instantly label her as havii 
troubled feet. No one shoe ever designed for feminine wear 
orthopedic lines has ever been as successful as the oxford. The fir 
step away from the oxford was the shoe with the bars butto 
fastened over the waist and instep. 

Now comes the necessity for a change of line and design in th« 
fundamentals but still retaining the real features of orthope: 
correctness. 

So many retailers found that by paying a little attention to t! 
foot, which needed individual help, that a regular and _particul: 
clientele could be built up. 

Women who are clothes-conscious, and women who appreciat 
line and balance yet who because of some abuse of the foot 
former years are paying the penalty of over-sensitive feet, must / 
served. ‘These women must be catered to by understanding clerk 
who can back up their theories with practica 
and styleful merchandise. 

The nurse in a hospital who has a pric 
in her appearance often mutters agains‘ 
ugly correctives and special-feature heels 
The girl who stands all day at her wor! 
cannot afford to look like a cripple, yet sh 
must have comfort 
Hence the appeal for styleful correctivess 
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and a study of new types of orthopedic shoes for the 
woman who needs support as well as styleful line and 
design. 

Heels, too, should have careful thought and selection 
to create styleful contour and yet give support and ease 
to the wearer. Because of the new vogue for the cuban 
and box type heel, there is a greater opportunity than 
ever for the student of orthopedics to create new and 
clever upper lines as well as proportion lines and throat 
details. Now that the box and Dutch-breasted heels are 
featured in smart daytime footwear, a line of styleful 
comfort footwear can be achieved. There are ways of 
taking-out weight of the heel without losing support or 
changing the general line. for after all it is the width 
across that really matters. 

Women of fashion have this season decided to 
lengthen their steps. Maybe the bias skirt and belted 
coat adds atmosphere and swank or perhaps women are 
desirous of reflecting health and the spirit of youth. 
\\ ho knows? 

lwo of Fifth Avenue’s style houses were quick to 
sense this change of the rhythm of the walk and 
created a new type of low high heel for town wear. 
This heel, while measuring 14 to 15/8’s has the appear- 
ance of a much higher heel. The take out is very near 
the sole line and on the first four lifts near the heel. 
Then it resumes the straight line. 

Already the demand for lower heels properly styled and 
contoured is felt in the high and medium grade shops. 
Women have begun to realize that shoes must be com- 
fortable as well as styleful, and today shoes of this 








First Type (Top of page 42)—Center strap—beige clair with 
blue luster trimmings. The high side gives fitting control and the 
design serves to reduce the appearance of weight. 

SeconD Type—For the woman of weight who wants a shoe 
that has the appearance of smartness, this type with its side 
design leading up to the strap, serves to combine style and fitting. 

Tuirpv Type—This shoe affords balance and comfort and a 
proportioning that makes it appear smaller than its size. It is 
used by hospital nurses. 

FourtH Type—One strap with a specialty heel and a wider 
shank for those who stand on their feet most of the day. 

FirtH Type—The small heel base with a full shank—perfora- 
tion design on the upper to make it a smart walking type. 

SixtH Type—The modernization of the three eyelet tie, that 
was previously the most characteristic shoe in the orthopedic 
type. Its fitting control over the instep is the equal of the oxford 
type. 


Boot AND SHOE RECORDER 
eombining THE SHOE RETAILER, May 31, 1930 





Customer’s Demands 
in 
Orthopedic Shoes 


Fit in the arch and ball. 

Allowances in the uppers for 
sensitive spots. 

Heel snugness and balance. 

Correct counter heights and 
backstay thickness. 

Shoes that do not look “ortho- 
pedic.” 

Style in general lines. 

Fashion rightness in patterns. 

Correct placing of cutouts and 
trims. 

Control for flesh under ankle 
bone. 

Heel support without pluggy heel 
widths. 

Correct lift of throat line in out- 
size numbers. 

Fashionable colors instead of 
indefinite ones. 

Distinctive trims and buckles re- 
flecting the mode. 








type are to be had. The close coup- 
ling of arches on some of the newer 
lasts and the extreme heels that 
are being featured in many pump 
patterns will bring about a_ fall 
vogue of comfort plus style. 





Two outstanding Fifth Avenue 





shops are featuring the high style 
numbers with the lower curved 


3ecause of the 


heel and are realizing extra business. 
style value of all leathers this season and because com- 
binations in plain effects will register, there is an oppor- 
tunity for clever and carefully styled walking and office 
footwear. 

The combination of style and foot health offers a 
remarkable opportunity for increased volume in shoes 
that yield real substantial profits. 





How Much Is Enough—And When? 


He’s a wise shoe man who can predict the future by the 


past; he’s a dumb one who wont try 


By MURRAY C. FRENCH 


664 LL this stock recording system you showed me is 
very interesting, but it’s what you might call 
history. How do you translate your stock 

records into definite plans for the future?” 

The question Elmer Young put up to Charley Bow- 
man is one that has stumped many a shoe merchant. 

“Since you’re my friend,” Charley answered, “I'll 
admit to you that the budget plan we now have was 
arrived at through a series of painful mistakes. 

“We first tried out what seemed like a sensible theory, 
that we should receive every month the same amount 
as we sold, thus keeping our stock a uniform size the 
year round. 

“Right away we found we had too few new shoes at 
the beginning of the season and too many toward the 


the first two or three months of each 


season it seemed that every customer would ask ‘What’s 


end. During 
new ?” 

“But toward the end of the season their attitude 
changed. They were less inquisitive. They had looked 
over the season’s styles in the windows and on the 
streets and would come in with their minds already made 
up as to style. We found we needed plenty of new 
styles in August, while in November and December new 
styles weren't so necessary as keeping up sizes in the 
styles that had proved best. 

“Disastrous experience taught us that few strictly fall 
shoes have much value after February first. Therefore 
the later in the fall we received them the less time we 
had to sell them at a profit.” 

“That sounds reasonable,” Young 


said. “August’s 


receipts certainly have more value in November tha 
December’s receipts have in March. Yet the lapse o 
time is the same in both cases.” 

“Then,” Charley went on, “we ran across this pla 
in the Boor AND SHOE RECORDER, which seemed to f 
our needs exactly. 

Receive one half the season's requirements durin 
the first two months, and the remaining half durin 
the following four months at a constantly decreasin 
rate. 

“That's the basis on which we do our planning, except 
that we let more than half of our high priced shoe 
come in early, and cut down a little on the cheaper grade- 
then. Here’s our next fall budget made out already 
(Fig. 1). 
the close of the season, when the mistakes you hav: 
February’s the tim: 


The time to make up a budget is right afte: 


made are still clear in your mind. 
to lay out your fall plan. 

“When is just as important as what or how many. W 
call this our 50-50 Timing Schedule. You will notice th 
quantity we expect to sell in August bears no relatio: 
whatever to the quantity we will receive that montl 
Receipts are figured from the season’s totals becaus 
August’s receipts will be sold right along during t! 
whole season. 
styles do change about February 1, so the Decembe: 
and January receipts must be as light as possible—jus 
sizes on the staples.” 

“Looks complicated to me,” Elmer sighed. “How d 


you keep track of all that detail ?” 


1 


“Easy as—well, anything’s easy if you have the right 



































Styles don’t change on Labor Day. But 
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Fig. 1 
The 50-50 Timing Schedule provides that 50% of 
the season's requirements be received in the firet 
two months, regardless of monthly sales. 
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tools. Look at last September’s sheet in the budget book 
(fig. 2). That shows how we work it. There’s a page 


for each month. As each purchase is made the pairs 
bought are entered in the delivery month according to 
That’s all.” 


Your $10 budget for September was 


price and heel. 

“Let’s see now. 
300 pairs, 75 per cent high heel and 25 per cent low heel. 
When you had that many bought you knew you were 
through—and there you are!" 

“There we are! And we mark each purchase whether 
it’s for new styles, for sizes on old styles that have to 
be made up, or for styles in-stock at the factory. Thus 
we learn about how many pairs we must leave open for 
stock fill-ins the same month next year. Cute, eh? 

“A few years ago we didn’t pay much attention to 
heels but it’s different now. We find we need a larger 
proportion of high heels in the better grades so we keep 
track of high and low heels separately in each price 
range. Mighty little work and makes the stock balance 
up right.” 

“But say, Charley, where’s the money column? Ilow 
do you know you haven't spent too much?” 

If the 


Pairs 


“Money doesn’t enter into our budget at all. 
pairs are right the money is bound to be right. 
are more easily classified and segregated.” 

Elmer shifted over to his other foot uneasily and 
asked, “Why budget anyway, Charley? I’m inclined 
to agree with your father that budgeting limits the 
growth of a business. You can’t sell more shoes unless 
That’s plain!” 

If that all 
body would need to do to increase his business would be 


Whereas the 


you first buy more shoes. 


“Plain but misleading. were true any- 


simply buy more and more shoes. facts 
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31, 


are that buying more shoes than needed is what breaks 
most of them. Listen, Elmer! Nobody ever went broke 
paying for shoes he didn't buy! 

“Intelligent budgeting says, ‘Sell more that you may 
buy more, not ‘Buy more in the hopes you will sell 
more.”’ 

“We plan to sell 350 pairs of $8 shocs in August. 
That’s last year’s sales, uncolored by any rosy optimism. 
But suppose we sell 400 pairs. Immediately we boost 
our budget to allow us to buy 50 additional pairs ot 
even more. There's a definite reason for that increase, 
The budget is continually subject 
the sales differ 


not a vague hope. 
to revision according to the way actual 
from our estimate.” 

"7 suppose you have no trouble sticking right to your 


No 


Everything just right. 


under buying! 


nicht 


budget either. over buving, no 


"Eh what?” There have 


been just a bit of sarcasm in EImer’s voice. 
“Tust between vou and me [:lmer, the hardest thing 
a shoe man ever tried to do is to stick to a budget. It’s 


no, no, no, all year round—to your clerks, to vour fac 


tories, to your own impulses. 


“And beware of April and October! They are the 


Business is good then and there’s a 


] 


always 


trickiest months. 


little devil inside you whispering that it’s going 
be that 
shoes in April they'll come in about the first of June 


way. If you listen to him and order a fot of 


“But how different things look then! [Dusiness has 


not so 


slowed down and there's only thirty short days 
busy days either—before July when your clearance sale 
will make you eat your April enthusiasm in big doses. 
Yes, sir, the intoxicating optimism that mid-season pros- 


[TURN TO PAGE 76, PLEASE | 





THE BUSINESS >>> 
CRIME COURT 


Weighed and Found Wanting by Verdict of the 
Jury, James Phelps Is Sentenced 
to Pay the Penalty 


By HAROLD WHITEHEAD 


OMEWHAT to everyone’s surprise the Jury did not reach a decision in 
the case of The People against James Phelps until ten o’clock in the 
morning. 

Judge Braddock convened the Court as soon as he was notified that the Jury’s 
decision had been reached. The men seemed tired as they entered the Court 
room and it was evident that agreement had not been easy. 

As soon as they were seated Judge Braddock gave a sharp rap with his gavel 
and, turning to the foreman who was standing, asked: 

“Are you prepared to render the verdict of the jury?” 

“Yes, your honor.” 

“Ts the prisoner, James Phelps, guilty or not guilty?” 

Phelps, prompted by his counsel, stood up. He licked his dry lips nervously as 
he looked forlornly at the foreman. 

Then the foreman said: “Your honor, we are agreed that.the only verdict we 
can render is ‘guilty.’ We feel, however, that there are so many extenuating 
circumstances that we urge the Court to be as lenient as possible.” 

A sigh, as of relief, seemed to fill the room, and the spectators appeared 
relax. Phelps looked round blankly for a moment and then with a sickly smile 
sank into a chair. 

A sharp rap brought instant silence and then every eye focused on the judge 
to hear his analysis of the case, his comments on the verdict—and the senterice. 

In calm, quiet tones Judge Braddock began his commentary on the case. 

“James Phelps, you have just heard the verdict of ‘guilty’ rendered agair 
you. By that verdict you are proved guilty of having willfully and knowing 
caused financial loss to your vendors, to have jeopardized your business solvency 
and thereby threatened the normal and lawful development of community 
prosperity. 

“With this verdict I agree, but I also am pleased to take notice of the Jury 
recommendation for mercy. Nevertheless the practice of which you have been 
found guilty must cease immediately and definitely. The fact that thousands « 
other retailers are equally stupid and criminal does not excuse you. Their tin 
will come as the invincible law of economics works out their downfall. 
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Did the PUNISHMENT 
Fit the CRIME? 


“There is a mass of written evidence of the folly of 
your practice of buying indiscriminately on the whim or 
impulse of the moment, without regard to the vendor's 
interest or without cognizance of the fact that when you 
buy goods from scores and scores of vendors your busi- 
ness is spread so thin that it is worth nothing to any 
vendor. Hence neither good-will to you nor self-interest 
operates to encourage vendors to help you. 

“A proof of this fact is contained in the book Scientific 
Purchasing, by Gushée and Boffey. On page 46 we read 
the following: 

“*A purchasing agent must know his sources of supply 
and they must know him. If he is to successfully pre- 
vail on suppliers to extend abnormal service at the times 
when it is needed, he must have acquired a reputation 
with them for reasonable dealing on his standard re- 
quirements. It is human nature for a concern to favor 
a good customer when his need is desperate, both as a 
mark of appreciation for past business and because of 
the reasonable certainty of future profitable business. It 
is likewise human nature for a concern to refuse to put 
itself out for a customer whose regular business has not 
been particularly profitable or desirable.’ 

“Self-interest, then, should have prompted you to have 
bunched your buying and made it more worth while to 
your vendors. 
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“Another handicap under which you put yourself in 
that by this pernicious buying is that you get your 
capital tied up in a mixed variety of goods which may 
or may not sell. Then when you try to keep a complete 
stock of such a wide variety of goods you find yourself 
facing a dilemma. 

“The hopelessness of such a mistake is shown in Store 
Management for Profit, by Willis O. Derby. 
117 we read: 

““He tries to keep his total purchases within limits 


looks 


Try to divide a reduced purchase of 


On page 


by reducing his purchases from each line. It 
easy—but it isn’t. 
clothing, for example, among a great variety of models, 
and a great variety of patterns and keep your purchase 
balanced. It cannot be done successfully.’ 

“Your practice of inconsistent buying also causes you 
to be watched with suspicion by reputable vendors. In- 
stead of having their whole-hearted support, they are 


always checking up your reliability \ bad position to 


be in with those who should be your friends. 
“Were you a 
would tend to make you more independent of vendors’ 


large retailer, your financial strength 
opinions. But you are a small retailer of limited means. 
I wish to read to you from page 16 of Retail Buying, 
by Clifton C. Field. 

[TURN TO PAGE 86, PLEAS! 





HOW’S BUSINESS 9 


GOING TO BE NEXT MONTH e 


CHARTED BY UNITED BUSINESS PUBLISHERS, Inc. 


HIRTY-FOUR ECONOMIC 
EXPERTS—EDITORS OF 
BUSINESS PAPERS PUB- WMEY ic che . , —s ; 
casa BY THE pine ONEY is cheap, but equally cau- provement to individual action. he 
Seiten Gillie tar. tious. It is reported that some tariff is still a cloud of uncertainty in 
HERE PRESENT A COM banks and loan agencies, however, have many minds, and expansion in affected 
BINED OPINION ABOUT reversed their policies and are now seek- lines marks time until final disposal. 
THE COURSE OF BUSINESS : te j »-buildine sects > . : ) 
DURING THE MONTH OF ing outlets in home-building projects. In Comparison with other years than 1929 
JUNE. GOVERNMENT AND the merchandising field funds are avail- would show contemporary progress in a 
OTHER RECORDS PROVIDE able, but buying is waiting upon consumer  petter light, and the criticism of “Stabil 
= HISTORY OF acceptance of new merchandise. Manu- jation” schemes would seem to indicate 
eae : ee ; bs es factured goods continue to show, with but 
! * EXPERTS DEALS ae dendiiiene ammetntinn tumettealon i 
ONLY WITH THE FUTURE, few exceptions conservative inventories, In 
ITS OPINIONS ARE BASED contrast to over-production and price dis- 
ON CLOSE CONTACT WITH tress in many lines of raw material. 
THE MORE THAN 400,000 Indications are that the public is still 
sunechssens aracuen ny “ : . ' 
UBSCRIBERS REACHED BY buying only the things that it needs. 


that economists and bankers are inclin 
to allow the law of supply and demand t 
work unhampered. 

With a better showing of individual 
confidence all along the line it is hop 


THEIR PUBLICATIONS IN . ge “ey » Sin , 4 
Group action which did much to maintain that June may be a month of substantia 


FAR-FLUNG FIELDS OF RE- : ‘ - 
TAILING AND INDUSTRY. confidence, now passes the burden of im- if moderate, progress. 


THE COURSE OF BUSINESS FORECAST FOR NEXT MONTH 





BUSINESS RETAIL STOCKS COLLECTIONS COMMENTS 





Less than in May, except More cash sales on ; 
Slight increase in June on summer ‘‘cool special- novelties; credit re- Shoe production off as 
over May. Sales this June ties’’; standard goods less, strictions lifted, more compared with last year 
about equal to June, '29. fancy goods more than long datings given, Low inventory point at 
June, ’29. fewer discounts taken. retail just ahead. 


Slight i ti "Reasonable interest by 
Slightly less in June than lightly I in June than 'g improvement in consumin ublic in new 
—aaa in "'e about 6% less ie Wen po othe 22% less June over May; but Sen oa open up 

than June, '29. than June, ’29. about 5% behind June, buying for stock replace- 

29. ment. 
; 1 7 ildin su plies, 
June will show slight, but Will show little difference Will improve in June an ten - Bee gente 
HARDWARE definite improvement over in June over May. Stocks over May, but notice- cheaper money. Trade 
May. 5%-10% lighter than lighter this June than in ably lighter than June, generally optimistic for 
June, ’29. June, '29. ’29. last half of year. 


Life insurance slightly 

‘ better in June, Fire and Steady 

INSURANCE Casualty lower. All three 

slightly better than June 
29. 


on all three | Life insurance still bene 
lines in June. Life fits by uncertainty of 
same as June, ‘29, Fire stock speculation 

and Casualty slower. 


’ Steel industry is moving 
Steel production about 5% toward dull summer sea 
IRON AND lower in June than in son, but may come close 

STEEL May, about 15% under hs as to duplicating 1928 per- 
June, '29. formance. 


: , Slight increase in silver- Graduations and weddings —Supe 
Silverware, jewelry, ware; jewelry and watches make June second best 
watches, novelties better same; diamonds smaller. gift month. Proposed 10 «Russia 
JEWELRY than May, diamonds about All lines lighter than Slow, spotted. decrease on diamond tar 
same. All lines less than June, °29, particularly iff slowing up diamond ther He 
June, '29. gems. buying. 
: accasaned —Same 


Estimated increase of June will show estimated Anticipated profits for te Buc 

PETROLEUM 1.6% in June over May; decrease of 5.7% over June better than May h As 

(Motor Fuel) increase of 8.9% over May: increase of 13.6% and possibly better than iths 
June, '29. over June, '29. June, ’29. p 


di Replacement business on 

New building low; re- Retail stocksunimportant, United drive through- time-payment basis 
PLUMBING placement and jobbing most goods bought as cut the industry is backed by leading manu 
AND HEATING improving. Total business needed. showing improvement. facturers offers encourag 
below June, '29. ing outlook. 


Small seasonal decrease Sale of materials and ser 
June 15% less than May. in new car stocks from June collections about vices for operation and 
(Normal seasonaldecline), May, substantially lower the same as May, maintenance exceed 
AUTOMOTIVE 15% -20% less than June, than June, '29. Used car slightly lower than amount of new vehicle 
’29. stocks unfavorable, but June, ’29. sales. 

showing improvement. 
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Nunn-Bush & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 


Western Branch: Eastern Branch: 
11] New Montgomery Street 144 Duane Street, New York City 
San Francisco, Cal. New York 
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? 
374—Crusader 
Tan Storm Russia Calf 
Brown Gro Cord Sole and Heel 
Widths A to E 
Price $5.50 
The Skokie 
' ; 304—Crusader 
“Siccssesss4 Ze Color Noneeuan antes 
Brown Gro Cord Sole and 


Widths A to D 


Price $5.50 
The ( lyde 





186—Superfine Arch-Fashioned 
Color 8 Norwegian Calf 
Leather Sole and Heel 
Riveted Steel Calks in Sole and 
Heel 


tashioned 
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Nunn-Bush & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 


Western Branch Eastern Branch: 
11] New Montgomery Street 144 Duane Street, New York City 
San Francisco, Cal New York 





























“You Never Miss the Water Till the Well Runs Dry”—0Old Saw. 





The Advantages of 


ELAMWAY 


(Cemented Soles) 


FOOTWEAR 


Won’t Be Missed by YOU Until Your Competitors Win Away Your Trade 





LAMWAY SHOES for Infants, Children and Big Children are fast forging to the front 
—the biggest and most alert merchants have investigated and found this the most 
attractive line of Junior Shoes PLUS the added advantages of the FLEXIBLE, BEAUTI- 
FULLY FINISHED CEMENT-ATTACHED SOLES—-soles that represent turns so closely 
that it is impossible to detect a 
the difference until they are 
worn. Twice the wear of a 
turn— and SOLES CAN’T 
COME OFF! 


Tackless— 
Nailless— 
Stitchless— 


“The Correct Process” per- 
fected with the aid of the 


B4485—Patent; T-Strap; perf. B8077—Tan Calf Vamp, Fox, 
Vamp; Elamway 5-8; 84-11. MECO LASTING MACHINE Stay Trim; Smoke Elk Top; 


A Beautiful Shoe. —Patented. Elamway 1-5 only. 


DOUBLE THE WEAR THAN OLD SHOEMAKING METHODS—LET US PROVE IT 
IN-STOCK 


by America’s Principal Wholesalers—We Don’t Sell Retailers Direct. If Your Jobber Hasn’t 
Them, Please Write to Us Direct. 


Ye Very Olde Method ELAM The Improved Elamway 


Give) 


Trade Mark 


Lasted with the MECO 
LASTING MACHINE, 
which, with Cement in 
place of Tacks, Staples, 
Thread or Nails, produced 
NO way to avoid tacks, nails, stitches or S moot b an d Flexible No tacks, nails, stitches or metal; ce- 


metal in attaching soles. Always dis- mented soles as flexible as turns that 
appointing ! Tread. cannot possibly come off. 


F. S. ELAM SHOE CO., Ine. 


Rochester, New York 
Factory No. 1 Factory No. 2 
176 No. Water St. 424 St. Paul St. 
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STYLES OF TOMORROW~*> 


Visit these important / 
convention displays @ 


Complete new line of Sunlight Novelties 


including attractive genuine reptiles 


NORTHWEST SHOE 
CONVENTION ~~ Seattle 
June 16-17-18 
OLYMPIC HOTEL, Room 234 


Mr. Abe Burnell 
in attendance. 


CALIFORNIA SHOE : 
RETAILERS -~» Los Angeles | 
June 9-10-11 

we | 
| 

| 

| 

{ 





U. S. GRANT HOTEL, San Diego 


Messrs. John W. May, Charles White, 
and Geo. Lufkin in attendance. 


sen yy 9% Dull Black Kid Buckle 
NEW TON Strap. 15/8 Covered Box 
Heel, 152 Last. (Genuine 
Leckstitch Tackless Pro- 

cess). 


AAA to C Widths 


Special Make Only. Avail- 
able in all desired combi- 
nations of colors and 
materials. 








ase 4 ) 
Independent Shoe Manutactu rery 
1140 Washington Ave 
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THE MOST IMPORTANT COLOR 
FOR FALL FOOTWEAR » » » 





Are you prepared for the demand that 
is indicated by the color trend in 


footwear 72 2» » >» 2» 2 ® ® 


The perfection of quality and the per- 


manency of color in Amalgamated Browns 
have the approval and interest of dis- 


criminating manufacturers and retailers. » 


All shades of Amalco and Amalac for 


trimmings and combinations. » » » 





AMALGAMATED LEATHER COMPANIES, INC. 
Offices: 319 Arch Street, Philadelphia—Factories: Wilmington, Del. 








Burnt Copper No. 76 Shamrock No. 540 ——— 
Bunny Brown No. 122 Lapis Blue No. 159 cAmalgamated 
Pecan Royale No. 375 Fuchsia. . No. 265 color 
Domingo . . No. 93 Black Satin Kid 

Thistle Taupe No. 407 Black Mat 


SAMPLE SWATCHES ON REQUEST 
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This Is Vital to Your 


PROFITS! 


TRADE MARK 


Are Trademarked on the Soles 


You can maintain the price of quality merchandise 
when you sell genuine Deauville Sandals. This is 
a factor in your profits! 

Your customers know that inferior grades of woven 
leather sandals retail for less because they are in- 
ferior grades. Big space advertisements in national 
magazines are telling women the country over how 
to distinguish the genuine from the imitation. 
Look for the signature “Deauville Sandals” on the 
soles. It is your guarantee of correct styles, expert 
craftsmanship and quality leathers in woven leather 
footwear. 


ANY INFRINGEMENT OF THE USE OF THIS 
NAME—“DEAUVILLE SANDALS” OR OF THE 
NAME “DEAUVILLE” IN CONNECTION WITH 
FOOTWEAR—WILL BE PROSECUTED. 





GOLO SLIPPER COMPANY ¥ 


129 Duane Street, New York, N. Y. 








Immediate Delivery Only 


CZECHO-SLOVAKIA 


(Moulded Sole) 


S Width Only 

Beige One Strap 

White One Strap 

Beige T Strap 

Beige and Brown T Strap 
244 White and Blue T Strap 
244 White and Green T Strap 

White and Patent T Strap 
246 White T Strap 


BLOG SHOE COMPANY, Inc. 


147 Duane Street, New York, N. Y. 


$2.35 
2.35 
2.35 
2.35 
2.60 
2.60 
2.60 
2.60 


CW! Ww www wo 
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D* Scholls 


Foot Comfort Week 
June #421 


} 


2 nl 
 £A 
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PREPARE Now FOR 


DE Scholls 


foor Com FORT WEEK 


Write at once for window trim 

material and newspaper elec- 

tros to tie up with this great 
shoe store event. 
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‘They've added 
Style to Comfort 


....in sport shoes?” 






“(FN\HEY were mighty comfortable but that’s all I could 






say for the sport shoes I wore a few years ago. They 






were far from being good-looking. But this pair I bought the 
other day has that same old solid comfort, and in addition, 







has style.” 





* * * 







And when we examined the shoes this man had on, sure 









enough they were equipped with Armstrong’s Cork Box Toes 
and Counters. Therein lay the secret of their comfort and also 










of their well-shaped lines. 






Like most other things men wear, sport shoes have under- 





gone a great change. Style has been added to comfort—partly 






by exterior finish and partly by materials used in construction. 






Armstrong’s Cork Box Toes have done their bit in this transi- 
tion. They’ve kept sport shoes comfortable and have preserved 







the new style lines. 






Whether shoes are for street wear, dress, or sport, men 





want them to be both comfortable and stylish. You can give 






them that combination by featuring lines cork-comforted by 






Armstrong’s. Many leading manufacturers are equipping their 
shoes with Armstrong’s Cork Box Toes and Counters. Let us 







send you their names. Armstrong Cork Company, Shoe 






Products Section, Lancaster, Pennsylvania. 









































Here’s one man who found a 
style comfort shoe store. He goes 
prercndtiin — ~ the a Branch Offices at Your 
or the street, and for the parlor— ° 
ye he will se to there Service BLUNT TOE eee NARROW TOE 
because he knows the shoes are Boston, Mass............197 South St. — ; : rat 
comfortable as well as stylish. MILWAUKEE, Wis... .811 Majestic Bldg. es " ¥ 
CINCINNATI, Onto... ....1017 Broadway 
St. Louis, Mo..........204S. Third St. 
ToronTo............522 King St., West 
MONTREAL..... 1001 McGill Bldg. 




















ARMSTRONGS CORK 
BOX TOES amd COUNTERS 










x jo-matter.what the type orlast —Arn on y 
k Bo Toesend Counters will.add comfort 

. . a . in y welt shoe Saas tae 
pres ple Pom ; 
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By sheer force of con- 
vincing satisfaction, Air- 
O-Pedic shoes have ad- 
vanced to the front rank 
of orthopedic footwear 
in two short years. 


Hundreds of merchants 
are depending on this 
smart line of women’s 
feature shoes, to retail 
at $7 to $8, as their 
principal profit 
producers. 


v 


NINE REASONS 
WHY 


1. A perfect fitter. 

2. Air-O-Heel Rest. 

3. Air-O-Pedic snug fitting arch. 
4. Support for metatarsal arch. 
5. Room for cuboid bone. 

6. Ankle hugging patterns. 

7. Special steel shanks. 

8. Non-binding throat line. 

9. Smartly styled welts. 


WIDTHS SIZES 
AAA to EEE 2% to 10 


JUNIOR 
AIR-O-PEDICS 

ARE MADE BY ee 

’ CURTIS-STEPHENS EMBRY CO. Gy 
READING, PA. 


AIR-O-PEDIC SHOE COMPANY 


MANUFACTURERS 


612 ATLANTIC AVE., BOSTON, MASS. 
WALK ON AIR IN AIR-O-PEDICS 
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The TRAVELING 


< 4 


‘8 HE Boyd-Welsh Shoe Co., St. Louis, 
held its sales conference on May 10, 
at which time was introduced the line 
and sales plan of the new Modi-Pois 
footwear. The salesmen are now in the 
territory, making a special trip with 
the new line, visiting their important 
accounts in the larger cities. This new 
line will be carried, together with the 
re me | line which will be ready on 
June 1 

The “following list of salesmen at- 
tended the Peacock Modi-Pois sales con- 
ference: 

P. A. Bland, Illinois, Indiana, Michi- 

gan, Kentucky; WwW Brayton, Cali- 
Cente and Arizona; Harvey Clarke, 
Alabama, Arkansas, Texas; Frank 
Johnson, Idaho, Montana, Oregon, 
Utah, Washington and British Colum- 
bia; W. R. Lutman, Colorado, Kansas, 
Nebraska, Wyoming; George W. Mor- 
gan, Ohio, Virginia, West Virginia, 
western Pennsylvania; R. T. McCrary, 
western Texas, New Mexico; F. W. 
Rice, Pennsylvania and New York; E. 
W. Schnetke, Illinois, Indiana ‘and 
Kentucky; Harry Sargent, Iowa, Mis- 
souri and Oklahoma; Clyde J. Thoma- 
son, Alabama, North and South Caro- 
lina; Georgia and Florida; E. C. York, 
Minnesota, Michigan, Wisconsin, Can- 
ada; Frank Grubs, New York City. 


GALES of Weyenberg Shoe Manu- 


facturing Co., one of the largest 
footwear manufacturers in Wisconsin 
and the Middle West, show a gain of 
36% per cent for the first quarter of 
1930, as compared to the like quarter of 
the year before, according to state- 
ments by executives of the concern. 

The company, of which Frank L. 
Weyenberg is president, experienced a 
decided gain in net income in 1929 
over that of 1928, even though sales 
for the two years were on a level plane. 
The annual report shows sales last year 
to have been $7,299,000, as compared 
to $7,231,000 in 1928 and $7,525,000 in 
1927. The net income after deprecia- 
tion for last year, the report covering 
the calendar year, amounted to $522,- 
145. The net for 1928 was $368,361. 
Total assets of the concern are figured 
at $4,156,000, as against $3,931,000 re- 
ported in 1928. Net working capital 
of $2,582,000 was reported for last 
year. 

“We are running ahead of last year, 
with production around 12,000 pairs 
of shoes a day,” it was stated at the 
executive offices. The employment force 
is up to the high level maintained last 
year. 

Other Milwaukee manufacturers also 
report a brisker business than for sev- 
eral months past and expect a con- 
tinuance of favorable conditions for 


< 


A BRUDER is again with the 
Johansen organization, representing 
Barnes Shoe Co., branch of Johansen 
Brothers’ Shoe Co., 
Texas. 

Mr. Bruder for many years repre- 
sented Johansen Brothers’ Shoe Co., 
and just recently he became re-associ- 
ated with this organization. He is al- 
ready in his territory with the new line 
of JoBo Shoes, and expects to see his 
many friends and resume the many 
pleasant relations of the past. 


in the State of 


} pagan L. ARMSTRONG, prominent 
for years as a road salesman and be- 
fore that connected with the retail end 
of the shoe business, has resigned from 
P. W. Minor & Son, Inc., of Batavia, 
N. Y., and has lined up with the Physi- 
cal Culture Shoe Co. He will make 
New York, outside of the metropolis 
and Pennsylvania. He is now on his 
initial trip through the Empire State. 


UNN, BUSH & WELDON SHOE 

CO. are now _ represented in 
Florida and Georgia by A. J. Albright, 
of St. Louis. While this is Mr. Al- 
bright’s first season with the “Nunn- 
Bush” line he is widely known among 
the retail shoe merchants of the “Semi- 
nole” state. He believes conditions in 
his territory are favorable for a pros- 
perous season at retail. 


W. COOK, who has sold Nunn, 

e Bush & Weldon shoes in Wis- 
consin for the past twelve years is 
again “on the job” after several weeks 
illness at his home in Madison. 








the balance of the year. 
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Larkin Announces Detroit 
as Convention City 


Following formal action of the 
board of governors, President 
Frank J. Larkin of the National 
Shoe Travelers’ Association has 
issued formal announcement that 
the 1931 convention of the N. S. 
T. A. will be held next January 
in Detroit, Mich. The two-day 
session will be held immediately 
preceding the opening of the con- 
vention of the National Shoe Re- 
tailers’ Association,- also to be 
held in the Michigan city. As 
announced before, a strong or- 
ganization comprising Michigan 
merchants and travelers has been 
formed to help put over both con- 
ventions and cooperating with 
this body are the Detroit Cham- 
ber of Commerce and various 
tourist agencies. 














NEWS 
of the ROAD 


SHOE SALESMAN 


ETAILS of 

the Boston 
Shoe Travelers’ 
outing on July 7, 
which is to be 
one of the major 
events of Shoe 
and Leather Fair 
Week, are being 
worked out by a 
number of com- 
mittees, appointed 
by President 
John S. Whitte- 
more, in coopera- 
tion with officers 
and members of two other associations 
—the Southern Shoe Travelers’ Asso- 
ciation and the Boston Shoe Associates. 
Representatives of all three associations 
have been given places on committees 
recently named by President Whitte- 
more. 
The committees are as follows: 

General Committee: John S. Whitte- 
more, chairman; Charles W. Morrill, 
Charles T. Heald, Harry P. Lynch, 
Robert Mills, C. P. Waide, A. N. Blake, 
Thomas A. Delany, George B. Field, 
Fred W. Stanton, Charles 0. Quimby 
and Charles E. Joss. 

Sports: Lenny F. Burdett, chairman; 
Tim Murphy, Elisha James, Guy Moses 
and Thomas H. Meade, Jr. 

Dinner: Charles O. Quimby, chair- 
man; D. B. Seaver, Syd. L. Curry, 
C. N. Cogswell and Edw. W. Perkins. 

Music: F. D. Armstrong, chairman; 
Frank B. Morrow and Jim Stevens. 

Tickets-Transportation-Registration: 
Thomas A. Delany, chairman; Robert 
H. Adams, Hector E. Lynch, Harry W. 
Hunter, John M. Travers, George J. 
Loveley, William Noll, Guy E. Small 
and James G. Lunney. 

Reception Committee: A. W. Gage, 
George N. LaBonte, Benjamin K. Farn- 
ham, J. Frank Crehan, John M. Meg- 
gett, Thomas E. C. Johnson, Waldo M. 
Oakman, George J. Loveley, A F. 
Jones, Syd. L. Curry, W. H. Larkin, 
Thomas A. Delany, A. L. Puffer, Edw. 
J. Andrews, John J. Whalen, Frank 
W. Lord, Harry P. Lynch, C. N. Cogs- 
well, D. L. Weeks, J. Brown, Jr., J. L. 
Jellerson, W. H. Emerson, Fred C. 
Hebard, G. Arthur Swan, Elisha 
James, Jr., D. B. Kingsbury, Charles 
E. W. Grinnell, C. Edwin Jarvis, W. 
Bert Lewis, James W. Hutchins, C. W. 
Dodge, Walter R. Field, Arthur E. 
Spencer, D. B. Seaver, John T. Hollis, 
Daniel Tyler, Claude M. Crafts, Moses 
Ellis, H. ‘A. Steininger, Oscar D. Whit- 
cher, Charles W. Hall, Oliver M. Blood, 
M. H. Richardson, Louis E. Whitcher, 
C. P. Waide, J. P. Thomas, G. E. Stone, 
G. L. Starks, F. W. Stanton, J. A. 
Richardson, E. L. Rankin, A. E. Ran- 
kin, C. O. Quimby, S. P. Moses, G. P. 
Moses, H. M. Barnes, C. S. Briel, L. F. 
Burdett, F. M. Colburn, E. M. Cox, 
J. F. Crehan, T. E. C. Johnson, H. E. 
Lynch, J. McElaney. 


L. F. Burdett 





Making it 
still easier to meet 


modern 
competition 


( 








HE store pictured above is a 


striking and convincing example 
that excellence need not mean 


a high price. 


The new, lower-priced line of 
Grand Rapids equipment, an- 
nounced last year, met instant 
approval, and is today cutting 
costs and building sales in hun- 
dreds of stores the country over. 

It was designed and priced 


GRAND RAPIDS 
STORE EQUIPMENT 


Executive Offices: Grand Rapids, Mich. 
Branch offices and representatives in every territory 
Factories: Grand Rapids, Portland, Ore., Baltimore, New York City 


for merchants who desired the 
acknowledged quality and ad- 
vantages of interchangeability 
which have always characterized 
Grand Rapids products, but whose 
appropriations for store equip- 
ment were necessarily limited. 


A convenient, deferred pay- 
ment plan of purchase, ena- 
bling you to pay for your equip- 
ment out of income, further 


simplifies your fixture problem. 


If your store suffers from com- 
parison with your competitor's, 
why continue to jeopardize your 
business future? Your investiga- 
tion costs you nothing and obli- 
gates you in no way. 

eee 

Write us for complete information, 

or simply attach the coupon to your 


letterhead and mail. 














GRAND RAPIDS STORE EQUIPMENT 
CORPORATION, Grand Rapids, Michigan 

We are interested. Please send further information 
and literature. 














store planners, designers and manufacturers of fine store equipment 
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Shoe Store Service Section | 











Devoted to 
DISPLAY, EQUIPMENT AND SUPPLIES 


for the Retail Shoe Store 

















Live Tips Plan Your Merchandising to Make It a Month 


for JU N F of Extra Sales and Profits 


June 1-7 ° 


Brides are now entitled to the right-of-way. Why not call it “Bride and Groom 
Week”? The groom should have a honeymoon wardrobe in keeping with the 
bride’s trousseau. Show him the various types of footwear he should take along. 
If you handle shoe cabinets, show one of them in the bride window. 


Ask the station masters of railroads in your town to lend you some pretty scenic 
pictures to lend atmosphere to a vacation window to be put in later. Also get 
some railroad time tables and illustrated literature to be used in such a trim. 
Some of this material may have to be sent away for. 


Remember that the 14th is Flag Day. Put in some appropriate decorations about 
the middle of the week. 

Feature footwear for graduates this week. Give them a window and two or three 
ads. 


Prepare your material for the 4th of July window trim. 

Get your special window cards, price tickets, window streamers, ad headings and 
other material ready for the clearance sales to come. However, don’t resort to 
early price cutting unless local conditions are such that you can’t do business with- 
out. Try the other methods first, for if the sales are put on too early, their appeal 
will wear off and you'll be out of ammunition. 


16-21 


Push the light colored shoes and others that you have a short time to clear. 
This would be a good time to put in the vacation window that we advised you 
to prepare for in the first week of the month. 


Hosiery and findings will help to draw customers in. Don’t forget the cleaners 
for linen and other cloth shoes. 


23-30 


Take special pains to make the 4th of July trim airy and attractive. 

Show all the things that are in demand for immediate needs. 

Use some window materials that tie in with the summer sports and diversions that 
are most popular in your locality. 


Use cool colors in the decorations and do everything possible to have the windows 
exude an atmosphere of cool comfort. 

Put in a display card to remind folks that a daily change of shoes contributes much 
to summer comfort. 
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STORE FRONTS | 4 NEW IDEA— 
( EE Eee SO and Moderne! 
Wy Ay 
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Summer sales need not lag with 
Onli-Wa Maple and Walnut dis- 
play fixtures on the job. They fur- 
nish the punch that modern win- 
dows require. Unit illustrated is 


for showing of Shoes, Hose and 
Buckles—will promote business. 














Reg. U. 8. Pat. Off. 


Write Today for New Catalog No. 16. 


THE ONLI-WA FIXTURE CO. 


St. Paul Ave., Dept. B. S., Dayton, O. 
Display Center, 1440 Broadway, New York, N. Y. 
MEMBERS OF NATIONAL DISPLAY 
EQUIPMENT ASSOCIATION 





The Walden Book Shop, Chicago. 
Architects Holabird & Root. 
Custom-Built by Kawneer. 


HERE CROWDS GATHER— casual shoppers 














stop to pay HeCANES a store front, dis- nese 4 a 
tinctive and refreshingly different, tells a 
convincing. story of pleasing service and 
merchandise to be found inside ... Success 
for the merchant who has made his store 


-an attractive place to trade! ... This way 





to increased -business is open to any mer- 





specially made for 


chant, whether he operates a book shop— 
each type of footwear 


specialty shop — motor sales agency or. 


department store ... . A request will bring | Offering the proper CAVALIER polish to 
d : all who buy your shoes will bring extra 
full information. é PDs oe ane R - profits and increased customer good-will. 


Solid exclusively to the shoe and allied 


Kkawnee r eeuy a not sell to the drug or 


, BRONZE 


~ STORE FRONTS 


; | Write for information and prices. 
linn ne ile nai SP ly MN NT SE TM er Oy mere oor A eon oe | 


Manufacturers of The Kawneer Co., 2513 Front St., Niles, Mich. 


oi, Send FREE Book, ‘Modern Store Fronts for CAV ALIER CORPORATION 


Better Display.’ 
WINDOWS, DOORS amg BALTIMORE, MARYLAND 


Subsidiary Address -- 
Berkeley, Calif. i ine ssp disiaie 


























PCONSULT AN ARCHITECT . THE SERVICE iS VALUABLE. 
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Where Shoes Sell Themselves 


This Miami Department Believes in Displaying Its 
Merchandise Where Customers May See 


Children’s section in the beautiful new 
department operated by the Crittenden 
Bootery Co. in Burdine’s smart specialty 
shop in Miami. Note the prominence 
given to shoes in display cases 





Shoes in plain view everywhere in_ this 

spacious and artistic department. B. E 

Mooers, of Crittenden Bootery Co., says 

this department sells them at prices up to 

$75.00 a pair and a goodly number at 
$35.00. 


Volume shoe section in Burdine’s, with 
shoes displayed in cases and on tables 
to attract attention of prospective 
buyers. Live shoe retailers believe in 
getting merchandise out of cartons and 
putting the smart styles to work as 
sales builders. Style conscious men and 
women buy with their eyes. 


’ 
BM 6 > £b Gs 


. 2 et Ct bf eS ot ote 


| 7 % ad # o~ 


poral 11 Lt 
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® 20 Shoe Store 
Owners and | 








Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 

to suggest new ideas in seating arrangements. In the 

past fifteen years thousands of shoe store owners have 

accepted this free service. And as a result American 

Interlocking Shoe Store Chairs are building profitable a: 

business daily. This service is yours for the asking. me No. 9015 
Fill in and mail the coupon today. 


American Seating (Gmpany 


1060 Lytton Building Chicago, Illinois 
Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. 

Boston: R. 302-69 Canal St. 





American Seating Company 
1060 Lytton Bldg., Chicago, Ill. 
Gentlemen: Send me, without obligation, your helpful 32 Page Book, “New 
Styles in Shop Seating.” 

Address Personally to......---------------0--++-sncnee sane 
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The high-style and low-style shoes, 
for wear with greens, reds and the 
volume range of “manila” browns 
featured by the National Retail Dry 


Goods Association, is 


a A 172 
i fh 
(Lrado) 
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clamples by request to Roun 1702 - 100 Gold Street, (New York 
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fr SOLID 
COMFORT 


——IN A PULLMAN CAR 
—ITS SEATS. SPRINGS 
——AND ROADBED =- 
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te Pullman is America’s “First Class” railroad travel. 
It is used by the discriminating . . . because it means 
One end of the CRAWFORD 


GREATER COMFORT. Your discriminating customers 
Shank is slotted and fitted around 


will appreciate the foot comfort that CRAWFORD a split rivet so that it will slide back 
and forth as the weight of the body 


Shanks provide. They give flexible, constant support is applied to and removed from 
the foot. 


to the feet, and have sufficient rigidity to aid in pre- 








serving the shape of the shoe. @ 


Specify their inclusion by the full name, ; 
LOCKING 


CRAWFORD SHANKS SHANK TO UA: | 
UNITED SHOE MACHINERY exe 
CORPORATION 


BOSTON -:- MASSACHUSETTS 
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AN OPPORTUNITY :: 











** WORTH CONSIDERING 


A profitable way for the mer- 
chant to gain increased patron- 
age in the future is to render 
intelligent aid in the correct 
development of children’s feet. 


“The child is father of the man” 
and by inspiring confidence and 
satisfaction in the parents the 
merchant gains a future patron. 


Mrs. Day’s Ideal Baby Shoe, from 
the tiniest little soft sole beginner 
to those for four year olds, 
greatly assist the merchant in 
satisfying both the parent and 
the child. 

Start them right and assure your- 
self an increasing patronage. 


MRS. DAY’S IDEAL 
BABY SHOE CO. 
DANVERS, MASS. 





SET 

OF 
BLOCKS 
THAT 
ARE 
READILY 
CONVERTIBLE SET No. 3035 
INTO MANY DIFFERENT ARRANGEMENTS 
FOR DISPLAY FORM A BASIS FOR SHOE 
DISPLAY THAT’S ATTRACTIVE SINCE THEY 
WILL ASSIST WITH FOOTWEAR IN PRE- 
SENTING SHOES IN AN UNUSUALLY PLEAS- 
ING MANNER. No. 3035 BLOCKS ARE MADE 
OF WALNUT WITH MAPLE ENDS. THERE 


| | ARE FIVE BLOCKS IN THE SET. CAREFULLY 


BUILT TO FIT TOGETHER PROPERLY IN ANY 
POSITION DESIRED. THE CENTER BLOCK 


IS 10 x 10—30” HIGH. 
PRICE SET COMPLETE, $37.50 


FOR FIXTURE INFORMATION WRITE 


HUGH LYONS & COMPANY, LANSING, MICHIGAN 
1412 BROADWAY, N. Y., 52 CHAUNCY, BOSTON, ROOM 1311, MERCHANDISE MART, CHICAGO 
“* MEMBER NATIONAL DISPLAY EQUIPMENT ASSOCIATION.” 


— iNSUE _ ae 


RETAILERS 





WHITE KID 
BLACK KID 
TAN KID 
PATENT LEATHER 
Combination Last 
AAA te C 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 

















Cc. S. GIBBON CO., Inc. 
54 No. 4th St. Phila, Pa. 








Greeley’s House Slippers 


Ladies’ Black Via Kid 1 
Serap Slipper, Quilted Seck, 
Sewed, Turned, Leather Sele. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 
12 Duncan Se., Haverhill, Mase. 
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Gor SHOES are better 
than par if they are equipped 
with Diamond Brand Vissble 
Fast Color Eyelets. Good shoe- 
making is apparent for such an 
important detail is seldom over- 
looked by makers of quality 
footwear... The lustrous finish 
of the Fast Color celluloid sur- 
face adds to the distinction and 

elegance of the leather. 
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CCELASTIC — The Chssley Box Tee 


— accurately expresses the individuality and toe 

style of the designer. 

— fuses the upper, lining and doubles into a one- 

piece toe . . . insuring absolute smoothness both 

inside and out. 

— provides relaxing toe comfort for it eliminates 

loose and wrinkled linings and is flexible across 
the tip line. 

— unaffected by heat, water or perspiration and 
will not discolor delicately colored hosiery. 

— preserves the original style of the last through- 
out the life of the shoe. 


There is a proper weight to suit every 
type and grade of shoe 


THE QUALITY 
BOX TOE 





Two Important Tests at Law 


Litigation Having a Bearing on Future | rade Practices 


COWARD vs. GROSSMAN 


f NHE Coward Shoe, Inc. which was recently or- 
ganized to continue the operation of the business 
founded in 1866 by the late James S. Coward, 

‘ollowing its purchase by Lane Bryant, Inc., instituted 

on May 20 an action in Supreme Court to establish its 

exclusive rights to the commercial use of the Coward 
name, which is regarded as a valuable asset. 

The action is directed against Julius Grossman, Inc., 
shoe manufacturers, 372 DeKalb Avenue, Brooklyn; 
julius Grossman Stores Corp., 
which recently opened a retail shop 
at 537 Fifth Avenue; Julius and 
rank Grossman, officers and 
stockholders in the two corpora- 
tions; and Addison-Vars, Inc., ad- 
vertising agents, 420 Lexington 
Avenue. 

The complaint charges the de- 
fendants with infringement of 
trade mark, and unfair competi- 
tion. George Z. Medalie, counsel 
to the plaintiff, announced that he 
had served the defendants with notice that he will make 
an application in the Supreme Court on June 2 for an 
injunction pendente lite restraining the defendants from 
using the Coward name, or doing acts cited in the com- 
plaint as unlawful. 

The complaint charges that the Grossman interests 
were unsuccessful bidders for the Coward business, and 
that on April 14 last, after Lane Bryant, Inc. purchased 
it from the executor of the estate of J. Mortimer Coward 
for the consideration of upward of $2,000,000, that 
Julius Grossman, Inc. and Frank Grossman threatened 
to enter into the retail shoe business, and use and ex- 
ploit the Coward name, unless Lane Bryant, Inc., agreed 
to purchase the business of the Grossman corporation 
for $1,100,000. 

When the proposal was rejected, it is charged that the 
defendants embarked upon a course of conduct by the 
use of advertising, allegedly based upon fraud and 
deception, in an effort to appropriate the good will and 
commercial value of the Coward name. 

On or about. April 16, the complaint alleges, the de- 
fendants Julius Grossman, Inc., Julius Grossman and 
Frank Grossman caused to be published in the Jewish 
newspapers the following announcement: 

[TURN TO PAGE 78, PLEASE] 
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and 


in New York, 
suits were brought by The Coward 
Shoe Co., Inc., and Julius Grossman, 
Inc.—in one case the retail store, in 
the other—a manufacturer of shoes. 
The suits have been filed and the out- 
come rests with the Supreme Court of 
the State of New York. The cases are 
of particular significance to retailing 
and manufacturing practices. 
summarize the complaints on this page 
in the order of their filing. 


GROSSMAN vs. COWARD 


ULIUS GROSSMAN, INC., shoe designers, who 

for more than thirty years manufactured shoes for 

the Coward Shoe Stores, filed suit May 22 in 
Supreme Court, Brooklyn, for an injunction restraining 
Lane Bryant, Inc., which bought out the Coward inter- 
ests last month; the Adapto Shoe Company, Inc., and 
the Bender Shoe Company from using the plaintiffs’ 
secret lasts, designs, patterns or models. 

The complaint asks for an order to restrain the de- 
fendants “corrupting or 
offering to corrupt or pay any 
person in the employ of the Gross- 
man Company or any of its con- 
tractors” to learn the secrets of 
the disputed lasts, and also to re- 
strain them from making or sell- 
ing any shoes on those specifica- 
tions. 

In case the infunction is granted, 
a bond, perhaps of $750,000 must 
be put up, that being the alleged 
worth of the “master lasts’ of the 


from 


counter 


We 


Grossman firm. 

The complaint claims that it is impossible to copy the 
shoes unless the master lasts are in the hands of the 
copyist, they being wholly different from standard shoe 
lasts. Many firms have attempted to copy the lasts, 
it is alleged, and the styles of shoes, but never with any 
success. 

It is claimed in the affidavits that certain agents of 
Lane Bryant have attempted to get copies of the lasts 
from two contractors who manufacture the master forms 
for the Grossman Company and that the defendants have 
threatened to “buy” the shoe experts now employed by 
the plaintiffs. 

These allegations are denied by the defendants, who 
claim there is nothing “unique” about the Grossman 
lasts, but that the shoes have been copied numbers of 
times by manufacturers. 

As a precaution against such alleged “buying” of em- 
ployees, or copying of master lasts, the Grossman Com- 
pany has ordered all their forms placed in a safe de- 
posit vault—‘“to keep them from being stolen,” the com- 
plaint says. 

The Lane Bryant firm, which also controls the other 
defendant companies, bought out the Coward interests in 

[TURN TO PAGE 78, PLEASE] 












“Rayo” 
NuMode Process 
20/8 Heel. 
B463—White Lintong 

(Linen) $4.75 


“Jayne” 
“Dalla” NuMode Process 


Mode P 20/8 Heel. 
“ae —. Embroidered Vamp 
B466— White Linen B464— White Linen 
$4.50 : $4.75 

Li Sh 


very desirable 
for Tinting 





Shoes that can be dyed to 
match the Summer Gowns are 
in big demand now! Meet this 





y e ° , e — 
“Regent” demand with Menihan s Linens. Py 
— oe They're IN Stock. “ Rayo” 
egg ty spell B489—Beige Linen 
ite Linen $4.75 
O6a8 Send us your order today. 16/8 Cuban Heel. 


NOTE: You should be receiving our 
weekly In-Stock Catalog of newest 
and most up-to-date styles. Mail your 
order today and we'll put you on our 
mailing list. 

















SIZES 

AAA 5 to 8 

ER nents te a es 4% to 8 

ear eee .4 to 8 

Me Rasa chats ead aishia waa oceiicen 312 to 8 

SS versace cereeeeeessneserees 3 to8 

**Riquette” Terms Net 30 Days 
See a ae Twenty-five cents additional for orders “‘Vardo” 
Te of less than three pairs. Special Process 
B469— White Linen 16/8 Cuban Heel. 
$4.50 B468— White Linen 
$4.50 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U.S. A. 
Makers of Menihan Arch-Aid Shoes 


Pittaburgh Office Chicago Office New York Office New England Office San Francisco Office 
Henry Hore. MAJESTIC HOTEL 846 MARBRIDGE BLDG. Draper HOTEL PLAZA HOTEL 
W. A. BARNEY F. J. SATEK B. W. MOYLAN NORTHAMPTON, MASS. H. 8. KUSHINS 


ELLIOTT LA MONTAGNE 
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NATIONAL NEWS 


SATURDAY, MAY 31, 1930 





ce ae) 


EVERY WEEK 








Need of Turnover Stressed 


Clogged Stocks Big Obstacle to Profits, Frank Stockdale Tells 
Shoe and Apparel Merchants in Ohio 


WARREN, OHIO (UTPS)—At the sec- 
ond of a series of Merchandising Clin- 
ies, sponsored by the Ohio Retail 
Clothiers’ and Furnishers’ Association, 
the Ohio Valley Retail Shoe Dealers’ 
Association and the Ohio Retail Dry 
Goods Association, held here May 14, 
Frank Stockdale, special consultant for 
the three organizations, attributed the 
major share of the ills of present-day 
retailers to clogged, dammed up and 
slow-moving merchandise. 

Mr. Stockdale showed that if mer- 
chandise turnover could be accelerated 
and if inventories could be reduced to a 
reasonable point, profits could be made 
where losses are now recorded by the 
average retailer. Mr. Stockdale called 
attention to the necessity for merchants 
to change their methods to conform to 
the new era and to discard the old 
methods, which while successful in the 
past, are no longer applicable to pres- 
ent conditions. 

The conference was one of a series of 
ten being sponsored by the three or- 
ganizations and being arranged by 
C. E. Dittmer, secretary of the three 
associations. The Warren conference 
included eight counties in Northeastern 
Ohio and ninety-two merchants were 
registered for dinner and the store 
management conference. Local ar- 
rangements for the conference were 
made by W. B. Sweet, the Walk-Over 
Co., Warren, representing the shoe 
dealers; W. B. Stroup, the Warner Co., 
representing the dry goods dealers, and 
Homer Robbins of Robbins & Knapp, 
representing the clothiers. 

The conference developed into an in- 
formal round-table discussion between 
Mr. Stockdale and attending merchants. 
Considerable emphasis was placed on 
the importance of volume and turnover 
with adequate protection against 
mounting expenses. Proper, efficient 
and scientific management and control 
were stressed and the prediction was 
made that the independent merchant 
who is fully alive to his present-day op- 
portunities will not only survive but 
prosper—providing he surrounds - his 
operation with the essential factors 
that give him the control of his busi- 
hess. 
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Wisconsin Shoe Men Plan 
for Convention 


The Wisconsin Shoe Retailers’ 
Association will hold its 1930 con- 
vention July 28, 29 and 30 at 
Wausau where local shoe mer- 
chants met May 13 and organized 
a local shoe unit affiliated with 
the Wausau Chamber of Com- 
merce. Chairman Oldenburg of 
the Publicity Committee sends a 
cordial invitation to all RECORDER 
readers to attend the July meet- 
ing, promising even a bigger and 
better convention than the mem- 
orable meeting of 1917. 











Carl Zwerlein Opens New Store 
in Lakewood 


CLEVELAND, OHIO (UTPS) — Carl 
Zwerlein has just opened a new shoe 
store at 14825 Detroit Avenue, Lake- 
wood, Ohio, known as Zwerlein’s shoe 
store. Mr. Zwerlein was formerly en- 
gaged in partnership with his brother 
“Art” on West 25th Street and prior 
to that was employed by his father, 
August Zwerlein who started in the 
business 53 years ago, being one of 
Cleveland’s pioneer shoe men. 

The new Zwerlein shoe store is lo- 
cated in Lakewood’s busiest shopping 
district around Detroit Avenue and 
Warren Road. The store is built along 
modernistic lines, having a pretentious 
front of grained black marble with 
silver trim. A peaked entrance with 
white stucco-finish ceiling and deep 
bevelled display windows gives the shop 
an attractive appearance. 

The windows are etched with merg- 
ing modernistic lines while black and 
silver valances hang above. The dis- 
play windows have a background of 
oak and are well-lighted for night ex- 
hibits. The interior of the shop is laid 
out in parlor style with red tapestry 
seated chairs and fitting stools. Double 
space shelving is used throughout. All 
interior woodwork is oak. 
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Julius Grossman, 
Prominent Shoe 
Manufacturer, Dies 


New YorK—Julius Grossman, for 
over forty years one of the country’s 
outstanding shoe manufacturers, died 
May 22, at his home in this city, 12 


East 86th Street, after a lingering 
illness. 
As president of Julius Grossman, 


Inc., and the Julius Grossman Stores 
Corporation he had devoted his entire 
life to the manufacture and sale of 
men’s and women’s footwear, as had 
his father before him. 

Born in New York City, March 24, 
1866, Mr. Grossman took an active 
part in community interests. At the 
time of his death he was a member of 
the Golden Rule Lodge, No. 770 of the 
Masons, the Elks Lodge of Mount Ver- 
non, the Independent Order of Odd- 


Fellows, the Franz Deak Lodge and 
the Hungarian Society. 

Mr. Grossman is survived by his 
widow, Mrs. Ella Grossman, and 


three daughters, Mrs. Ruby H. Jordan, 
Mrs. Walter A. Fribourg, and Mrs. 
Samuel G. Staff. 

Funeral services were held Sunday 
morning at 11 o’clock at the Campbell 
Funeral Parlors, 66th Street and 
Broadway. The interment in Wood- 
lawn Cemetery was private. 





Increase Is Reported 
by Haverhill Factories 


HAVERHILL, MAss.—Increased activi- 
ty in the local shoe district was noted 
the past week with the receipt of orders 
by plants selling to the mail order 
trade. These plants throughout the 
early spring operated at greatly re- 
duced schedules and the impetus now 
witnessed is cause for general encour- 
agement. 

Interest continues to be widespread 
in the local movement to grade up foot- 
wear. Several lines are being graded 
up and several new enterprises are en- 


-gaging in the manufacture of high 


grade turns. There is also a demand 
for popular-priced turns and the re- 
vival of the turn branch of the indus- 
try is more and more obvious. 


The summer “between season” pe- 


riod, it is predicted by local shoe men, 
will be shorter than usual. 




















To the Trade in General 


To the California and Arizona 


| 
| Trade in Particular 


An Announcement 


of Importance 


Commencing June lst, 1930, a 
selection of 
Smith Smart Shoes and 
Dr. A. Reed Cushion Shoes 
for Men, will be carried for im- 
mediate delivery in all sizes and 


widths of our Western offices 


712 Forrester Building 
Los Angeles, Calif. 


Telephone Vandike 7263 


The new stock department is under the 


personal supervision of 
Mr. Charles F. Smith 


who can be relied upon to serve you with 


accuracy, promptness and care. 


The J. P. Smith Shoe Co. 


Chicago .. . New York . . . Los Angeles 


| 


DETAILS 


Even in shoes the wear- 
er’s critical apprecia- 
tion of fine detail is 
increasingly evident. 


Recognizing this avenue 
to greater customer 
good will, shoe mer- 
chants are insisting on 
laces which measure up 
to the grade of the foot- 


wear they sell. 


They prefer Schaeffer 
Laces, because pure silk 

laces combine in cor- 

rect proportions the es- Hil 
sential qualities of HH 
strength, durability and 

fine appearance. 


For this reason Schaef- 
fer Laces have been the 
outstanding favorites 


for years. 


Your jobber has Schaef- 
fer laces in all styles 
and colors—or he will 
quickly get them for you. 


SCHAEFFER & COMPANY 
222 Cedar Street, Reading, Pa. 
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# As the Camera Caught Them 









new ideas in smart footwear for 
young moderns who 
| “go places and do things” 


KAA 





Training for a heavyweight match isn’t all gruelling grind, apparently. 






Max Schmeling, contender for the championship crown (right), with . : 
“George F.” Johnson and Mrs. Lillian Johnson Sweet, daughter of Mr. different SIZes 
Johnson, snapped at En-Joie Health Park in each of the 





different sport styles 
in stock today 





Brown and White Wins at Derby 


This Combination Led the Field in Men’s Sport Shoes at 
Kentucky Classic—Colors and Reptiles for Women 























LOUISVILLE, Ky. — Threatening | it was, the flesh shades not being as 
weather, developing into a steady driz- | much in evidence. There were more 
zling rain early in the afternoon, | red, blue and green shoes in evidence 
marred the 56th Kentucky Derby as a | among the better dressed about the 
style event as well as from the stand- | club house and the promenades, but 
point of sport. after the rain started, many folks 

A very noticeable tendency in men’s | stayed rather close to their boxes, and 
shoes was seen in the predominance of | it was harder to secure a line on what 
brown and white sports shoes, worn | was worn. 
























with white and black narrow striped Reptilian leathers were much in evi- Style 400 
flannel trousers and brown sports coats. | dence, along with kid, and many cloth 
The tendency in sport clothing is to | shoes. Satins were good, and brocaded | Sandy Beige Calf Base, Log Cabin 
striped white flannel trousers and | effects were noted. Not a great dealof | C,)f Trin) Tan Grain Diamond 
sport coats of various shades of brown | white was in evidence, as the weather | ~° | , , “it 2 eee 
and tan, ranging into golden or reddish | was too threatening. Patent leather Gristle Sole and Top Lift, 10%1%4/8 
browns and even into color shades that | was in fair display, but women’s shoes | |{o0| Square Toe 
may be termed plum, mahogany or bur- | are showing more of a trend to high | — ae ; 
gundy, a reddish or golden brown being | colors, this being in part due to the | 
very good. With such coats and the | bright color combinations in dress, hats, | 1/8 AAA-AA 
cream striped flannel pants, the brown | coats, etc., worn at the Derby. 14/3 A-B-C 
and white shoe combination harmonized Heels continue high. Strip pumps = li 
very effectively. Black and white shoes | were in fair numbers, but ties appeared | 
were not as good in sport attire as for- | to be quite good in two-eyelet effects, $3 5 O 
merly. In many cases plain tan shoes | and many straps were seen. Very little ° 
were worn with the sport outfits. Most | tan was noted, even with tweeds or | 
of the sport shoes were wing tipped, | tailored effects. r 4 
but many carried straight tips, the Some of the overdressed were present | # 
tips being shorter than formerly. in silver and even gold slippers, which 
Otherwise, in the general run of | appeared distinctly out of place for an | Terms—5% 10 days—net 30. 





shoes, black and tan were fairly well outdoor event in threatening weather. | west of the Rocky and East of the Alie- 
divided, tan apparently having a little | gheny Mountains, 5% 20 days—net 40. 
the best of the argument, due to the 









large use of tweed and gray suits. One , & , 
did not see any large number of blues. Adopts Salon Style Write for Sport Walks Folder in 
Light shades of greenish hued cloth St. Lovis—The new I. Miller store Natural Color 


| 
were better in suits, but powder blue, | in St. Louis is a beautiful salon type | 
expected to come stronger, was not | of store; it is one of the finest not only | 

| 





much in evidence. Very few all white | in St. Louis but of the I. Miller group. 
shoes were worn, as there were but | It is operated by Tanman, Inc., who 


"THE JUVENILE SHOE CORPORATION 







few linens or white outfits worn by | operate the Kansas City store as well. OF AMERICA. 
men, Arthur Glucksman is associated with 

\mong the women it was noticeable | Frank Tannenbaum in the management | AURORA MISSOURI 
that hosiery is somewhat darker than | of both stores. | Also KEWPIE TWINS and NATIONAL PARKS 
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A Convenient Place 


The 


D. Armstrong & Co. 

Best Ever Slipper Co. Ine. 

Big “K” Shoe Co. 

Bostonian Shoes 

Barlington Turn Shoe Co. 

The J. R. Burns Shoe Co. 
Burrows Shoe Co 

Carlisle Shoe Co. 

Chicago Theatrical Shoe Ce. 
Commonwealth Shoe & Les. Co. 
Copeland & Ryder Shoe Co. 
Craddock Terry Co., Ine. 

Wm. GC. Dodge Shoe Co. 
Dorothy Dodd Shoe Co. 
Dann & McCarthy, Inc. 

J. Edwards & Co. 

Elwill Shoe Company 

Empire Specialty Footwear Co. 
Excelsior Shoe Co. 

Feltman & Curme 

C. P. Ford & Co. 

William Goldstein Shoes, Inc. 
Golo Slipper Co. 

Hagerstown Shoe & Legging Co. 
Hamilton Brown Shoe Co. 


ALSO: ARNOLD BROS. & CO. 





to Buy— 


State at Adams 
CHICAGO 


The Home of the Following Shoe Firms: 


NOVELTY CO. (Buckles) and MAISON MANN (Buckles). 


Communicate with OFFICE of the REPUBLIC 
for Information Regarding Available Shoe Display Rooms 


Republic 


Harsh & Chapline Shoe Ce. 
Hantingten Shoe & Leather 
Interstate Shoe Co. 
Johns Tilt Shoe Co. 
Marlboro Shoe Co 
Marmon Shoe Co. 
McElroy Sloan Shee Ce. 
H. W. Merrism Shoe Ce. 
Meyer Bros. Shoe Ce. 
I. Miller & Sons, Inc. 
National Felt Slipper Ce. 
O’Connor & Goldberg = 
Paragon Slipper Mfg. Ce. 
Thomas G. Plant Corp. 
Paramount Shoe Mfg. Ce. 
R. L. Pennington Shoe Co. 
Prospect Shoe Co. 
Dr. Reed Cushion Shoe Ce. 
E. P. Reed & Co. 
Seymour Troy Shoe Ce. 
Sherwood Shoe Co. 
Stacy-Adams Shoe Co. 

e R. Stern Co. 
St. Lomo Shoe Co. 
Thompson Bros. Shoe Ce. 
Universal Shoe Mfg. Ce. 


(Lasts); FRENCH BEADING @ 





Gold Seal Barefoot Sandals 


No. 400 


Three tone straps 
with sole decora- 
tion to match. 


No. 400 
Cuban Heel 
$15.00 per dozen 


No. 201 

A unique design in 
blended colors — 
decorated sole to 
match. May be had 
also in “Louis 
Heel,’”’ our No. 51. 


High Cuban Hee 
$18.00 per dozen 





On Approval 


To convince you of the 
superior quality of our 
sandals, we will ship 
sample assortments on 
ten days’ approval for 
your inspection of our 


No. 610 
“The Athlete” for 
Men for use in gym, 


best sellers in a variety locker room and for sports. 


of colors and heels. 








$11.50 per dozen 











Other styles from $11.50 to $27.00 per dozen. 


GOLD SEAL BAREFOOT SANDALS 
722 Broadway, N. Y. C. 

















42* 43° Streets West of Broadway 


A New and Better Hotel for Times Square 


Not alone new in construction and 
equipment, but new in conception of 
service and comfort to its guests. Di- 
rected by S. Gregory Taylor, who has 
made such enviable successes of the 
Hotels Montclair and Buckingham. 


Single Rooms 


with tub and shower 
“3, +4 and $5 


Double Rooms 


with tub and shower 

4, 5 and 6 
A few terraced rooms and suites, 
exceptionally large closets, on 


an attractive monthly basis. 


RADIO IN EVERY ROOM 
Entrances on 42nd and 43rd Ses. 





CENTRAL UNION BUS TERMINAL‘ 








LOCATED IN THE DIXIE HOTEL BUS CONNECTIONS FOR ALL POINTS IN THE UNITED STATES 





Price Tickets 
Hand Lettered Prices 





Figures of dancers: 
bright red and 
black, price in 
dark blue on buff 


color cover stock: 
24 doz..... $4.00 


12 des..... 2.25 
6 doz... 1.25 


Check with order, 
please 


Other styles of price 
tags carried in-stock 
—samples on_ re- 
quest. 














Merchants’ Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St. Chicago, Il. 
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Good Run on Linens 
in Lynn Shoe Factories 


LYNN, Mass.—Linens, with leather 
trims, look pretty good just now. Sport 
models have built up heels of leather. 
Dress models have wood heels.. Uppers 
are of white, neutral or “crash” and 
blue and green. White kids are wanted 
for graduations. Black mat kid con- 
tinues to run strong. Patent is spotty, 
with some firms reporting a liberal 
cutting of it, and at least one tanner 
wetting in fewer hides for the shiny 
leather. One of the largest kid leather 
firms is making browns chiefly, for im- 
mediate as well as future business. 
New browns are darker. The black 
mat finish appears to be good for fall. 
Calf firms are increasing on it. They 
are also starting on suédes. Embossers 
are making more reptiles, especially 
lizards and alligators. 

Baby Louis heels, 15/8 and 16/8 high, 
are being put on some of the new style 
shoes. The more common demand is 
for Cubans in this height. New lasts 
show longer and narrower toes, with 
heels 19/8 and 20/8 high. The arch is 
sprung up. It takes wider boxes for 
the packing of these shoes. It is said 
that some merchants have had to re- 
arrange their shelves to accommodate 
the wider boxes. 

Pumps, of the seamless pattern, with- 
out straps, continue popular. They’ve 
had the best run for years and are still 
going strong. It must be that they fit 
better. Besides, being “glovey,” they 
accommodate themselves to the foot. 
A few open shank pumps of the strap- 
less style are being tried. But, gen- 
erally, it is more common to use a strap 
when the shank is cut out, because the 
strap holds the shoe up around the foot, 
and compensates for the shortening of 
the wings of the counter. Some ribbon 
ties are seen here and there in the 
factories. Novelty oxfords continue 
good. 

Some firms are making headway with 
better grades to retail at from $7.50 to 
$10 a pair. On the other hand, the 
unions of Lynn are discussing new 
price lists for shoes to retail at $4 a 
pair and down. Leather and supplies 
markets are favorable to a production 
of lower price lines. Volume isn’t up to 
a year ago. But shoes made are shoes 
sold, generally speaking. At least, 
there are no reports of shoes being re- 
turned to factories. 





Tinted Linens Featured 


LOUISVILLE, Ky.—In accordance with 
their usual policy of stressing ad- 
vance styles, Byck Brothers, Louisville, 
are showing tinted linen shoes in their 
windows this week. 

The window display, which ties up 
with the store’s advertising, shows the 
various tints offered in these new styles. 
A large card in the background has 
circles of each color painted on it. 
There are twelve tones in all and 
streamers of white baby ribbon are 
run from this card to four pairs of 
colored shoes in the front of the 
window. From these’ shoes, other 
streamers of ribbon are carried to a 
dozen pairs of high heels tinted with 
the same shades as shown on the card. 
Both shoes and heels are of the new 
dull linen and a window card explains 


English Leather Man on 
Business Visit Here 


BROCKTON, 
Mass. — Among 
the leather trade 
arrivals on the 
Steamer “Scy- 
thia” at Boston, 
May 11, were 
Walter G. Hall 
and Mrs. Hall. 
Mr. Hall is Man- 
aging Director of 
Welting - Limited 
of Leicester, En- 
gland, the affil- 
iated company 
representing the 
Barbour Welting Company’s interests 
in that country. During Mr. Hall’s 
stay here, he is making his head- 
quarters at the home office of the Bar- 
bour Welting Co. in this city. 





Walter GC. Hall 


To Direct Sales of Soles 
and Heels 

NEw YorkK— 
Appointment of 
Oliver L. Thomp- 
son as assistant 
general manager 
and general sales 
manager of the 
sundries depart- 
ment, United 
States Rubber 
Company, with 
headquarters at 
Providence, R. L., 
has been an- 
nounced. The 
products of the 
sundries department are hard rubber 
goods, golf balls, soles and heels, drug- 





A 


Oliver L. Thompson 


gists’ sundries, tile flooring, bathing 
apparel, etc. 
Mr. Thompson has for the past 


seventeen years been manager of the 
sundry department of the Davis Broth- 
ers Drug Company of Denver. 





Fire Damages Shoe Stock 
in Cleveland 


CLEVELAND (UTPS) — Fire of un- 
known origin, breaking out in the base- 
ment of the Kramer Shoe Store in the 
Buckeye Building, Prospect Avenue, 
worked its way up through the first 
and second floors and destroyed stock 
valued at about $8,000 to $10,000. The 
fire occurred on the night of April 23, 
and in addition to the destruction of 
shoe stock, it destroyed the stock of a 
cloak shop located in the same build- 
ing. The structure itself was damaged 
slightly. 


Stern-Auer Co. to Open 
Additional Factory 


Through an error it was stated in 
a news item published in a recent issue 
that The Stern-Auer Co., of Cincinnati, 
was planning to move its factory to 
Chillicothe, Ohio. This company states 
that the new factory in Chillicothe is 
to provide additional facilities for the 
manufacture of its arch support shoes 
and that the Cincinnati plant will be 





maintained as heretofore. 





the vogue of this smart new shoe. 
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IMUSEBECK 






?-Arch 
Wear Straight 
Shoes 









Sensible 


Construction Features 
Make This Shoe Easy 
to Sell— 


Don't talk “Greek” to your cus- 
tomer about arch construction. 
Show him the Musebeck demon- 
strator and he will understand 
why this is the greatest arch con- 
struction made—and he'll buy your 
shoes. ; 


Patents 
Pending 


Copyrighted 





A. A thick insole with wedged heel seat sup- 


porting the oscalsis bone and center gravity 
of the body weight. 

B. A special, wide, strong, guaranteed Arch 
Support Shank, wedge shape at heel, supports 
the Inner and Outer Longitudinal Arch. 





Wall Street 
Blucher 





Oe is CI GR vn oceccccowcscsed $4.60 

04 Black (Mellow) Calf ......0...00. 4.530 
$04 Same as above with Arch Support 

Insole onéenew $40nseneneess 85 

05 Benz Brown Kid ee 4.85 

CS Beak Beaty TS... ccccccccccssces 4.50 





Terms 2% 20 Days, 30 Days Net 


MUSEBECGK 
SHOE, COMPANY 
DANVILLE, ILLINOIS 
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WHERE TO BUY 
Men’s Shoes 


ree 











ONLY” 


EAST WEYMOUTH. MASS. U.S.A. 








87 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


co. 

















HOW FYREYROLDS CO =: BROCKTON MASS 





().. A. PACKARD DCO., Makers 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 








Uses Novel Plan 
to Reduce Cost 
of Advertising 


MILWAUKEE—Just what recourse has 
the small neighborhood shoe merchant 
who desires to advertise his products 
but who cannot afford to pay the high 
space rates demanded by the daily 
newspapers in the large cities? 

This question has been successfully 
solved by M. J. Cyganek, operator of 
the Riverside Bootery, located on Mil- 
waukee’s East Side. Mr. Cyganek is 
active in the affairs of his community 
and an officer of the advancement 
group. As such he knows the mer- 
chants in his district and is on friendly 
terms with all of them. 

When Mr. Cyganek wishes to stage 
a sales event and to do some adver- 
tising in connection with it, he arranges 
for the printing of 5000 fliers, meas- 
uring approximately 22x16 in. These 
fliers carry his own advertisement in 
the center and usually six smaller ad- 
vertisements of concerns in the com- 
munity. 

The printing and distribution of the 
fliers cost Mr. Cyganek approximately 
$60. He charges $6 for each of the 
merchants’ advertisements appearing 
on this medium, thus leaving him a 
cost of $24 for his own advertisement. 
Through this arrangement, Mr. 
Cyganek secures a good sized ad as 
well as favorable position, which dom- 
inates the flier. 

In addition, he has charge of select- 
ing his own distributors so that he is 
assured that the ad will be properly 
circulated. The merchants are always 
willing to come in on this flier whenever 
it is issued and all that is necessary is 
for Mr. Cyganek to get them on the 
phone and tell them he is issuing a 
broadside of this sort. The idea has 
been found to be profitable as well as 
reasonable and it offers Mr. Cyganek a 
more concentrated coverage of his own 
community than he would ever be able 
to get through a daily paper. 





To Consider Tri-State 
Organization Plan 


DANVILLE, ILL. — Organization 
of a Tri-State Shoe Retailers’ As- 
sociation, with membership of II- 
linois, Iowa and Indiana dealers, 
discussed for many years, will be 
attempted at the annual conven- 
tion of the Illinois Association in 
Moline, June 22 and 23, according 
to Frank P. Meyer of this city, 
president of the Illinois group for 
the past seven years. 

Headquarters of the meeting 
will be in the LeClaire Hotel and 
500 members are expected to be 
present. Officers of the Iowa and 
Indiana Associations have been 
invited to be guests. The Tri- 
City Shoe Men’s Club will be 
hosts at the gathering and the 
program for. the two-day session 
is being arranged by that group 
in oo with the State offi- 
cials. 











Shoe Business Shows Even 
Trend in Nashville 


NASHVILLE, TENN.—Business in gen- 
eral has been better in Nashville than 
at present—but not much better. Shoe 
dealers are enjoying average prosperity. 
The last few days have brought about 
some rather spotty business conditions. 
Some lines are slow while others are 
displaying remarkable strength. Auto- 
mobile sales are not up to the usual 
spring standard, real estate is slow and 
home building slower. On the other 
hand, commercial building is exceed- 
ingly good. One needs but to see the 
steady stream of great steel barges 
gliding down the ways to the river— 
or raise his eyes to the fast rising steel 
skeletons of new structures lifting 
skyward to sense this fact. 

One new chain retailer entered 
Nashville recently—Miller-Jones Shoe 
Company—and a few new retail stores 
have opened up, quite a lot of remodel- 
ing has been done, a few changes of 
ownerships and one or two small 
dealers have moved. 

Factories report “business as usual.’’ 
The Jarman Shoe Company’s new addi- 
tion will soon be complete; and that 
concern reports “Friendly Fives” still 
in increasing demand. 

Men are buying two-tone sport ox- 
fords now, instead of the more staple 
wear of a month ago. In women’s wear, 
Deauville sandals and linens in pastel 
shades are still holding the center of 
the stage, while embroidered linens and 
sport oxfords are good. Reptiles are 





slowing down. 


Mrs. M. A. Barbour Dead 


BROCKTON, Mass.—Mrs. Melissa A. 
Barbour, widow of John Barbour, 
founder of the Barbour Welting Co. of 
this city, died May 18 at her home in 
Quincy in her 80th year after a long 
period of failing health. She also was 
the mother of Perley A. Barbour, head 
of the Barbour Welting Co. She was 
a native of Buxton, Me., but had lived 
most of her life since her marriage in 
Brockton where her husband conducted 
a welting plant for many years. 
Funeral services were held in Quincy 
May 20, with Rev. Harry Grime: 
officiating. Burial was in Quincy. 


Last Company Sold 


BrRocKTON, Mass.—John J. Master- 
son and associates of Masterson Bros., 


last manufacturers, have sold their 
business, stock and equipment in their 
factory here to Paul S. Jones of th« 
Mawhinney Last Co., after having 
operated in Brockton for the past 2( 
years. John J. Masterson has been 
conducting the business since the death 
of his brother, James, founder of th« 
company, four years ago. 


New Douglas Shoe Store Opens 


Tusa, OKLA. (UTPS)—Tulsans had 
access to a real ~~: shoe : store 
at the opening of the W. L. Douglas 
Shoe Store, at 520 South Main Street. 
Sand color walls, panelled in robin’s 
egg blue and an interior finished in 





travertine walnut have an attractive 
and appealing effect. 
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JT TOOK an auto trip the other 
|. day—called on a few Keds 
dealers. 


~HN 








My first stop was in a suburban 
store. This retailer told me he 
had a corner on all the high 
school and grammar school 
trade in his section—it made a 
very original sales story. 


“You’ve probably noticed that 
all students look up to the prom- 
inent members of the upper 
classes,” he said, “especially if 
they are athletic stars. This 
gave me my idea of a style com- 
mittee. I invited the most 
popular athletes and put my pro- 
position to them. The boys ac- 
cepted, and they chose a few 
blazer jackets to start. 


“The idea went over big. It was 
an easy matter to get these stu- 
dent leaders to wear Keds for 








gymnasium classes, for hiking, 
picnics and most all recreational 
purposes. Quite naturally, most 
of their followers fell in line and 
our Keds business more than 
doubled.” 


“How did you put your idea 
across ?” I asked. 


“By capitalizing on their hero 
worship and playing up to their 
vanity,” he said. “Of course I 
emphasized the fact that I was 
already a generous contributor 
to the athletic fund and intended 
to keep up the good work.” 


(This idea might not fit into 
your particular sales plan, but 
it shows what can be done). 


My next visit was in a small city, 
about twenty miles further on. 


“How’s the Dog Contest coming, 
Tom?” asked this dealer. “The 
youngsters here are all wound 
up over it. Frankly I think the 
Keds Fox Terrier Contest is one 
of the best promotional ideas 
that has ever been advanced for 
the sale of any youngsters’ shoe. 
It offers possibilities for build- 


ing a mailing list for leather 
shoes and Keds, that I could get 
in no other way. I have every 
youngster that comes in for an 
entry blank sign his name on a 
big placard that hangs in the 
front of the store. I’ve been mak- 
ing good use of your window 
posters and display material, 
too. The youngsters just can’t 
pass that wire-haired terrier 
sign! 





SIHO'ES 
FREE! 





“And your electro book has 
saved me much time and ex- 
pense. The dog cuts are mighty 
attractive for newspaper ads. 
Believe me, I’m not passing up 
any opportunities to cash in on 
this Keds Dog Contest.” 


(Fifty pedigreed wire - haired 
fox terrier puppies, and 480 
pairs of Keds are the prizes in 
the contest mentioned above). 


This trip proved so interesting 
and beneficial to me that I in- 
tend taking more. Perhaps I 
will be able to tell you more 
about these from time to time. 


The bare statement that a line is popular is not enough. 


You must know that there is a definite demand for it—that it will move off your shelves. 


Keds have that demand. Keds are asked for by name more than any other canvas rubber-soled shoe 
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“A MAN’S DECISION” 
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Men’s 
Fine 
Shoes 
Old 
Colony 
Shoe Co. 
Brockton, 
Mass. 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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Ultra-Smart Sandals 


Complete color 
combinations 


Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, ING 
33 West 27th St. New York | 








CUSHION SHOES, 


FOR WOMEN 
Fd JOHN —s SHOE “ 


INC. 
Buffalo, N. Y. TOCK 
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WHERE TO BUY 


Shoe Forms 
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Tatry Forms 
for Shoes and Hosiery 


made of white, 
transparent or colored 
FAIRYLITE 


Shoe Form Co., Ine., Auburn, N. Y. 
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WHERE TO BUY 


Sport Footwear 


BASS MOCCASINS 


FOR MEN AND WOMEN 
‘The Sports Footwear 
3 that Cemfert demands and 
%@\_ Fashion endorses 
mies 6H Bass & Co. wicron.ne ff 











Shoe Merchant Active 
at 84 


Willimantic, Conn. (UTPS)— 
William Miles Potter, retail shoe 
merchant, is the oldest business 
man in this city. Since May 1, 
1870, he has sold shoes in this 
city. Mr. Potter was born April 
10, 1846, in the same block in 
which his store is now located. 
He is still active and puts in 
eight hours a day at the store. 











Hide Exchange Man Hurt in 
Odd Accident 


CHICHAGO (UTPS)—Thomas Frances 
Ryan, of this city, suffered a smashed 
hand when the wind blew a door shut 
on the member while he was struggling 
to close it against a miniature tornado 
which struck Chicago last week. 

Ryan, who is Chicago manager for 
the New York Hide Exchange, Inc., 
said that he was sleeping on an in- 
closed porch when the windstorm 
struck. As he stepped from the porch 
into the house, the porch was torn 
away and carried 200 feet distant by 
the wind. He tried to close the door 
but another terrific gust blew the door 
inward and crushed his hand to the 
wall. 

Mr. Ryan says the storm was mild 
compared to one he was in at Fort 
Cook, Neb., in 1918. In that instance 
his entire house was carried away by 
the wind. 


Nurses Open Store in 
Rochester 


ROCHESTER, N. Y.—Karlson & Watts 
have opened a shoe store for women 
in the new Hiram Sibley Building, East 
Avenue and Alexander Streets. They 
specialize in Antioch shoes. The pro- 
prietors are women who formerly were 
professional nurses. 


Diamond Insures Employees 


BROCKTON, Mass.—The Diamond 
Shoe Co. has taken out a blanket in- 
surance policy for all of its 1200 em- 
ployees willing to accept the provisions 
of the plan, whereby each one will be 
given protection in case of sickness or 
accident. I. S. Kibrick of this city 
wrote the policy after conferring with 
Supt. Henry S. Rubin and officials of 
the company in New York. 


MacMaster in New Factory 


ROCHESTER, N. Y.—J. J. MacMaster, 
manufacturer of infants’ and children’s 
shoes, has removed from the Pullman 
Building in Allen St., to 49 South Ave., 
where he has more commodious quart- 
ers. Mr. MacMaster is one of Roches- 
ter’s pioneer infants’ shoe manufac- 
turers. 


To Represent Trostel 


CINCINNATI, OHI0—Hans_ Schenk, 
prominent for many years in the shoe 
and allied trades, has opened offices in 
the American Building as district rep- 
resentative for Trostel Leather Co. of 
Milwaukee. Mr. Schenk will also rep- 
resent the Western Textile Products 
Co. of St. Louis, 
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How Much Is Enough and 
When? 
[CONTINUED FROM PAGE 45] 


perity generates has wrecked many a 
budgetless shoe merchant.” 

“T still don’t think much of your 
budget system,” Elmer argued. “What 
most shoe dealers need—including me 
—is a method that will reduce stocks 
without hurting business. Your system 
would always keep the stock as big as 
the previous season, which in most 
cases is away too large.” 

“If I know my arithmetic,” Charley 
answered, “the only way to reduce 
stocks is to buy fewer than you sell. 
That’s how, but when is even more im- 
portant. My views may be a little radi- 
cal, but here goes: 

“T contend that the last three months 
of the season is the only proper time 
to reduce stocks. At the beginning of 
the season, even if the stock is too 
large, you positively must show an ade- 
quate asortment of new styles—that is, 
if you intend to stay in business and 
uphold your prestige. Missing sales in 
March and April is a serious thing, 
something to be worried about. 

“But—Dad won’t believe me and you 
needn’t either—a certain amount of 
sales—missing in June and July is a 
good sign. It means a healthy, hungry 
stock. This 50-50 Timing Schedule pre- 
sumes the stock is away below its aver- 
age on August lst in order to have 
room for these heavy August and Sep- 
tember receipts.” 

“So missing sales is good business, 
eh?” 

“At times it is necessary. A stock 
must be low toward the end of the sea- 
son. And remember this: When a stock 
is low it’s always the desirable things 
that are —— Consequently sales 
are bound to be lost.” 

“But just what do you mean by a 
low stock, Charley? Low is a very in- 
definite word.” 

“Here’s the rule I try to follow: 

At the change of seasons the stock 
should be 20 per cent lower than its 
average size. 

“For instance, we sell 4800 pairs of 
$8.00 shoes a year. For a three-time 
turnover our stock should average 1600 
pairs. So we must have not over 1280 
pairs at the season’s end, 20 per cent 
less than 1600. That includes every- 
thing, staples and novelties. In strictly 
style shoes it should be lower yet, of 
course, 

“By watching our stock in May and 
June we can estimate quite accurately 
what it will be on August Ist. If we 
see it will be over 1280 pairs we can 
plan definitely just how much extra ad- 
vertising we must do, how many pairs 
we must throw into our clearance sale, 
and how much we must restrict our 
June and July receipts. 

“But mark this! Even if we can see 
that we will not succeed in lowering 
our stock to 1280 pairs, we do not cur- 
tail our opening purchases for fall on 
that account. We show plenty of new 
styles early but pare down our budget 
for the later months.” 

“Now if I get you right,” Elmer 
broke in, “your budget really sets a 
goal for you and shows the definite 
way for you to reach that goal. It 
compels you to do two things. First, 
to have lots of new shoes the first of 
the season, and second, to get rid of 
those shoes before the season’s over. 





That’s real shoe merchandising!” 
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Shoes of 


Distinction 


ZAPON 


M* of the successful slipper manu- 
facturers have already discovered 
that the beauty and practical wearing 
qualities of Zapon for uppers have not only 
minimized sales resistance to this popular 
line but also built substantial profits on . +" 
the solid basis of customer confidence The Cecile is 
through sheer value. representative of Abo System and 


This ki ft material is . *_s 
is kid soft materi il is one of extreme Lax & Abowitz turns exquisite 
durability which means economy. It comes 


in a wide variety of colorful patterns that shoes of classic simplicity designed 


permits real styling. In a word, more ‘ 
sales and profits. for those who appreciate the utmost 


in footwear. 


Jack Abowitz will be at the Cali- 
fornia Shoe Retailers Convention 
at Coronado Beach and at the 


TT TTT —m 
ZARINE convention of the Northwestern 
Shoe Retailers Association at 


This waterproof chamois soft material in its variety Seattle. 


of colors and patterns has already taken the lead 
« 
Lax & Abowitz, Inc. 


for 1930 as a definite sales builder. In America 
an exclusive product of Zapon. Send for Samples. 

40 Flatbush Ave. Ext. Brooklyn, N. Y. 
New York Office: 842 Marbridge Building 


THE ZAPON COMPANY 
STAMFORD, CONN. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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IN-STOCK Women’s D’Orsay 


dev vari 

a wi variety of 
— Combining style 

With comfort. Created by 

the ‘acturers 


Joel. 


and 
Pullman 5) l 
on Bequest Nationally Keown. 


SWAN SHOE CO., INC. BALTIMORE, MD. 
lenufacturers 
New York Officeo—Room 551, Marbridge Bidg. 





unusually 
smart Hand 
Turned Pat- 


Packed in 
18 or 36 
pair cases 


Ce., Ime. 








No. 141—Wos. 
Black Kid 
D’Orsay — Full 
Leather Lined 
$2.65 


tl. B. EVANS’ SON CO., Wakefield, Mass 
©00eceeeeceeeeeeeeeeeeeeO 


eA nother 
o NEW 


AandC 
Widths 


DAYTIME SLIPPER 
In Stock $ 285 


5%-30 days 


GENUINE KID LINING 

Red kid, Blue kid, Black kid, 
Purple kid, Green kid, Patent 
Leather sole, Hand turn 


SACHS AND VIGORITH, INC. 
1401 Central Parkway 
CINCINNATI OHIO 

















TWO IMPORTANT TESTS 
AT LAW 


[CONTINUED FROM PAGE 67] 


Coward vs. Grossman 
[Continued from first column] 


“Julius Grossman, Inc., Decides to 
Stop Making Shoes Under the Name 
‘Coward.’ After 30 years of making 
shoes for Coward, Julius Grossman, 
Inc., will from now on sell direct to 
the public.” 

The complaint then refers to the in- 

corporation of the Julius Grossman 
Stores Corp. on April 19, last, and 
charges that the defendants “enticed, 
coerced and induced James W. Harty 
to leave the Coward shoe business with 
which he had been identified for many 
years. 
“Wherefore the plaintiff prays that 
a permanent injunction may issue for- 
ever enjoining and restraining Julius 
Grossman, Inc., Julius Grossman Stores 
Corp., Julius Grossman, Frank Gross- 
man and Addison-Vars, Inc., and each 
of them, their and each of their attor- 
neys, officers, associates, agents, work- 
men, employees and all others in privity 
with them from representing, advertis- 
ing and suggesting to the public gener- 
ally and to the trade, wholesale and 
retail, to actual and prospective cus- 
tomers and purchasers of shoes, orally 
or in writing or by any other means, 
act or conduct that they or any of them 
have in any manner succeeded to the 
business now or heretofore conducted 
in the City of New York or elsewhere, 
known as the Coward Shoe. 

“That the court shall assess or cause 
to be assessed said gains, profits and 
damages, and that the defendants and 
each of them may be directed to pay 
the same, together with all the costs, 
disbursements and charges of this ac- 
tion.” 


Grossman vs. Coward 
[Continued from second column] 


April. Before that—since the Coward 
Company was begun in 1897—the 
Grossman Company had been making 
lasts for Coward. Because the Cow- 
ard family was so solicitous of the busi- 
ness, the complaint states, Grossman 
desisted from generally selling to the 
public. Nevertheless, when the com- 
pany passed from the Coward family’s 
hands, the plaintiffs decided to go into 
the retail business themselves to manu- 
facture shoes on the “secret” lasts. 
Lane Bryant wished to have Grossman 
continue making shoes for them, the 
complaint says, but wished to pay less 
for the lasts than Coward had paid, 
“because they wanted to make more 
money than Coward had made.” The 
Grossman firm refused to make forms 
for the new owners at any cost, it is 
alleged. 

Unable to obtain the “unique” lasts, 
the complaint says, “the defendants are 
continuing to attempt to corrupt the 
contractors and employees of the plain- 
tiff in an effort to get the master lasts 
or copies thereof.” 


[4 MACK, of Chicago, is traveling 
through the Middle West for J. I. 
Melanson & Sons Corporation of North 
Adams, Mass., covering the city of Chi- 
cago outside the Loop, Illinois, Indiana 
and Michigan. 
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Merchants Make 
Plans for Foot 
Comfort Week 


CuicaGo.—For the fourteenth time 
shoe dealers throughout the United 
States and Canada will participate in 
Foot Comfort Week. This year the 
dates are from June 14 to 21. 

So often have merchants gone in for 
this event that it seems a bit of rou- 
tine to put in a window trim and ¢ 
run newspaper advertising featurin 
the foot comfort department. To many 
stores Foot Comfort Week has reach» 
the dignity of an institution. 

The growth and survival of F 
Comfort Week is a matter of wond r 
in view of the fact that most affa'rs 
last a season or so and are quickly fur- 
gotten. Interviewing dealers, the «x 
ecutives of the Scholl Mfg. Co., Inc. 
have found that the reasons why they 
continued to participate were: First, i 
gave them something unusual to talk 
about in their windows and advert's 
ing, something other than the stape 
shoes; second, it helped to sell fo: t- 
wear, because it brought people ir 
the store where they could see nw 
styles, which they otherwise might 1 
have seen or purchased elsewher:; 
third, it meant repeat customers, | 
statistics proved that the customer w 
came in for relief from foot aches a 
pains, never forgot where he obtain 
that relief and thus became a regu: 
customer and sent in his frien 
fourth, there was a good profit on fo» 
comfort merchandise that sold equa 
well in all seasons and on which th« 
never was occasion to cut prices. 

This year something over 20,000 mev- 
chants will go in for Foot Comfort 
Week, according to D,. W. Landon, vice- 
president and general sales manag 
of The Scholl Mfg. Co., Inc. 

“Foot Comfort Week has grown ex- 
ceedingly since the first one was hel 
back in 1917” said Mr. Landon “an 
this year it will, according to all 
the advices we have, be more welco 
than ever. There have been depressior 
in many lines of business and the « 
ployment situation, as everyone knows, 
is not what it should be. But it has 
been our experience that in such times 
as these there has been no drop in « 
sales at all, showing conclusively th: 
the Foot Comfort Department, in goo 
times or bad, is productive of regular 
even sales. Most of the merchants w! 
have participated in Dr. Scholl’s Fv 
Comfort Week know this and have 
written in many months ago for thei 
window trim and other sales promoti» 
material. Thus Foot Comfort Week i 
filling, in many instances this year, 
economic need.” 

As usual Dr. Scholl’s Foot Comfor 
Week is supported by heavy advert is- 
ing. The million and a quarter dollar 
advertising campaign in forty «©! 
leading magazines and weeklies, ‘ 
great daily newspapers, the roto scc- 
tions of the Sunday newspapers, 7The 
American Weekly and the shoe trade 
papers, is running full blast. 

This year the window trim is str 
ingly original. It is doubtful if a mire 
beautiful Dr. Scholl Display ever }.s 
been created. There is a fine cen 
piece in silver, green and black with < 
large foot in flesh tints. Then the 
is a reproduction of a Saturday Ev 


on 


OS ee. 5 & 





ing Post page advertisement. 
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Now for light clothes. light shoes 
and heavy sales! 


No. 264—82.65 
Black Ruby Kid, Two Eyelet Tie, Belmont 
Last, 13/8 Rubber Heel. In-stock: B, C 
and D. 


No. 188—83.25 
Black Ruby Kid Cutout ar te Oakland Last, 
12/8 Heel. In-stock: B, C, D, E. 


No. 176—83.25 
Black Ruby Kid, One Strap Side wy we x 
Newport Last, 14/8 Heel. In-stock: B, 
C and D at St. Louis only. 


Shoe merchants have a 
sales opportunity this sum- 
mer that they have never 
had before. Long, slender, 
filmy costumes for women 
simply cry out loud for the 
flexible, light-as-air Con- 
stant Comfort Turns retail- 
ing from $3 to $5. Women 
will buy these turns be- 
cause they will give them 
summer comfort and style 
at popular prices. All you 
have to do is to show every 
customer a pair of these 
turns and get her to try 
them on. The perfect fit 
and comfort of Constant 
Comfort Turns—made pos- 
sible by the famous Co- 
ordinated Lasts and Pat- 
terns system—will make an 
extra sale for you. Send a 
trial order on the numbers 
illustrated to the nearest 
office—or write for the new 
summer catalog. 


IN STOCK 


St. Louis—Auburn 


<i 


No. 172—83.25 
Black Ruby Kid, Cutout Strap, Newport Last, 
14/8 Heel. In-stock: A, B, C and D. 
No. 172-1—83.25 
Same as above in Patent Leather 


No. 142—83.25 
Black Ruby Kid, One Strap, Cutout Quarter, 


Newport Last. 15/8 Leather Heel. In-stock 
A, B, C and D 


No. 142-3—83.35 


Same as above in Spanish Brown 


No. 178-1—83.25 
Patent Leather One Strap, Cutout “ - 
mont Last, 13/8 Heel In-stock : B, 
and D at St. Louis only. 

No. 178—83.25 
Same as above in Black Ruby Kid 

No. 179-1—83.25 
Same as 178-1, Newport Last, 14/8 Heel 
In-stock: A, B, C, D and E 

No. 179-—83.25 


Same as 178, Newport Last, 
In-stock: A, B, Cc, D and E 


14/8 Heel 


AULT-WILLIAMSON 


SHOE COMPANY 


AUBURN, ME. 
(Factory and In-Stock Dept.) 


‘ 


TURN SHOE SPECIALISTS 


ST. LOUIS, MO. 
(In-Stock Dept.) 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


6 6 EE Ee 





MEN’S FINE 


HAND TURNED 
SLIPPERS 
Manufactured 

by 
W. S. CHASE & SONS 


Haverhill, Mass. 
Room 501, Statler Bldg. 


Prices from 
$2.15 to $3.50 


Boston Office: 








Soft Sole Slippers 
Colors in Stock 
75c. $1.25 $1.85 

Send for - 
Samples 


STAR FOOTWEAR MFG. CO. 
50-54 Ne. Fourth 8t., Philadelphia 





| Mr. 














PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


ra A 


High Grade Turn Mules and D’Orsays 


Catalog 
sent on 
request 
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WHERE TO BUY 


Shoe Ornaments 
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SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 


THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 
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WHERE TO BUY 


Store Fixtures 
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NEW GOODWIN. ( 
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| Brown Shoe Co. Report Shows | 


Profit Increase 


St. Louts—The semi-annual report 


of the Brown Shoe Company, Inc., 
covering the six months period that 
ended April 30, 1930, shows net profits 
tor the period ‘of $598,271.23, as com- 
pared with net profits of $560,668.28 
for the corresponding period in 1929. 
‘the balance sheet shows current assets 


| as compared with current liabilities of 


over 5 to 1. Inventories were taken at 
cost or market, whichever was lower. 

“Market prices of raw hides and 
finished leather and our selling prices 
for shoes are at figures lower than 
they have been for a long time,” says 
President John A. Bush in his state- 
ment explaining the balance sheet. 
Bush adds: 

“The second six months, or the fall 
season, have always proven to be the 
better half year, and as all indications 
show that consumption has been for 
some time somewhat greater than pro- 
duction, we look forward to the com- 
ing six months with confidence, be- 
lieving that shoes at present prices 
enable the merchants handling our 
products to obtain a better margin of 
profit and offer more attractive values 
than ever befcre.” 

The Brown Shoe Company, Inc., 
manufactures Brownbilt shoes for 
men and women and Buster Brown 
shoes for boys and girls. 


Milens to Move 


Kansas City, Mo. (UTPS)—Milens 
Shoe Company, Inc., headed by Charles 
E. Milen as president, will establish its 
main store and general offices at the 
southeast corner of Twelfth Street and 
Grand Avenue, in the corner ground 
floor room of the new Exchange build- 
ing, about June 15. 

In its new location the Milens com- 
pany will have one of the largest shoe 
stores in Kansas City doing a general 
retail business in men’s, women’s and 
children’s shoes. 


Shoe Buyer | Heads Club 


Kansas City, Mo. (UTPS)—The R 
Club, a recent organization, is com- 
posed of all employees of Rothschild & 
Sons. Meetings are held once a month, 
a short business session being followed 
by a dinner and usually dancing. The 
purpose of the club is to promote bet- 
ter feeling among the members of the 
store organization and to take up prob- 
lems that can be worked out by cooper- 
ation between employer and employee. 

Keith Hemingway, shoe buyer, is 
president of the club. 


Receiver for Hamilton Brown 
Appointed 


St. Louis—William R. Gentry, a St. 
Louis attorney, was appointed receiver 
for the Hamilton Brown Shoe Company 
of St. Louis on May 24. The petition 
asking for a receivership was filed by 
the Continental Illinois Bank & Trust 
Company of Chicago. 

Rehabilitation so as to place the con- 
cern on a profitable basis is the object 
of the receivership, according to the at- 
torneys of the creditors and their state- 
ment to Federal Judge Davis. The 
Hamilton Brown Shoe Company was 
incorporated in Missouri in 1883. 
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Cincinnati Plants Are 
Busy on June Orders 


_CINCINNATI, OHIO—Business is step- 
ping along rather briskly here now, 
ractories are fairly active on orders 
for late june delivery and on samples 
for tall. A good volume of business is 
being done at present on merchandise 
for fill-in purposes and several leading 
manufacturers here are making up 
quite a bit of footwear to be held in 
stock ready for shipment the day or- 
dered. 

Many of the fill-in orders, as well as 
those for delivery along through the 
early summer months, call for black 
mat kid. This was a feature leather 
during the early spring and it got off 
to such a good start that it apparently 
is to stay for a long while. 

A great deal of the cutting at fac- 
tories in this vicinity is on whites. 
This applies not only to white kid but 
to linen as well. The sales manager of 
one large firm reports that their cut 
ting on these two materials runs about 
60-40 in favor of the fabric. Produc- 
tion isn’t as high as it was this time 
last year. 


Beige Clair in Des Moines 


Des MOINES, Iowa (UTPS)—Beive 
clair shoes are now in the limelight in 
Des Moines, with some evidence of the 
long forecast white season now oan - 
ning, according to the experience of 
P. McCarthy, manager of Woerder. 
hoff’s shoe store. 

A 2-strap shoe, one an ankle strap, 
has been the ringleader for this store 
the past week. This particular mode! 
has Cuban heel, is fashioned of 2-tone 
kid, beige clair with darker tan in 
fancy effect. All the blond shades come 
in for their share of popularity. 

Kid footwear as a rule is leading, 
some black still being sold. Sandal 
effects are being pushed by a number 
of stores to good advantage. Pumps 
and oxfords have their regular fol- 
lowers, but strap shoes in this particu- 
lar store maintain the greatest number 
of admirers. Shoes with extended 
vamps are proving universally popu- 
lar, and the vogue for square toed 
shoes in this section has practically 
died out. 


Reptilian Effects Strong 
in Lower Grades 


CuHicaco (UTPS)—“Imitation is the 
sincerest form of flattery.” And again 
we have abundant proof of the truth 
of this quotation. With the public 
demanding reptile shoes in every store 
and shoe department, it is only logical 
that enterprising manufacturers should 
go after the trade that cannot afford 
to pay the price for genuine snakeskin 
and lizard. 

One is struck with what appears ‘0 
be a veritable avalanche of simulat«( 
snake and lizard calfskin shoes in t 
shops catering to the $2.85 to $6 cla 
of trade. 

The modern woman wants to 
fashionable above all else. Here is h 
chance to have “Fashion at a pric 
and these reproductions offer an exc: 
lent opportunity to the smaller me 
chant handling a medium priced lin 
| to capitalize on the vogue for reptile 
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WHITES 


K-75 White Wash- 
able Calf 
Theo $3.25 


As above in 
Natural 
Color Calf 
$2.75 
AA to C 


Area COR 


K-71 
K-72 


K-69 


K-85 White Washable Calf 
One Strap $3.25 


K-86 As above in Natural 
Color Calf $2.75 


K-65 French ‘Ago’ Con- 
struction One Strap of 
White Kid $3.85 

K-66 As No. K-65 in Black 
and White Kid $3.85 


ATKINSON 


SHOE 
CORPORATION 
206 ESSEX ST. 


BOSTON 


le 
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ANDALS 


> 


$275 to $385 
IN STOCK 


We are 
pared to fill 
from STOCK 


your wants in 


pre- 


good quality 
White Sandals 
for the greatest 


‘*White Sea- 


son” in shoe 


White Washable Calf 

Strap. $3.25 
As above in Natural Color 
Calf $2.75 


White Calif T Strap in 
$2.75 


“B” quality history. 


$4904 





WHERE TO BUY 
Ballet Slippers 
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TH 


BALLET SLIPPERS 


No. C870—Alll sizes in stock for 
immediate delivery: Write 


914-34 r.stas ee Snes Co. 
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WHERE TO BUY 
Children’s Slippers 
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IDEAL BABY SHOE CO. 














CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 
SPECIALISTS SINCE 1992 








Approved by- Medical Men 


As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 
known surgeons recom- 
mend its use, 


24 Sz, 3 
en 
1156 No. Main St. 

Brockton, Mass. {ile 


Burkley Shoe Co. 











WHERE TO BUY 
W ork Shoes 


SPECIALISTS _IN 
MEN’S and BOYS’ 


Goodwill Shoes 


For Hard Service and LongWear 
tb 


WD Work and Service Shoos In Stock [i 








Merchants of Oregon Town 
Sold on Cooperation 


SEATTLE, WaASH.—Shoe dealers in 
Eugene, Oregon, a thriving little city of 
less than 20,000 population, have made 
a record in local cooperative advertis- 
ing said to be second to nothing yet 
accomplished throughout the entire 
country. It was just a year ago that 
officers of the Pacific Northwest Shoe 
Retailers’ Association, went down to 
Portland to help the retail shoe dealers 
of Eugene to organize a local unit for 
their city. This was in line with their 
avowed intention of organizing local 
chapters in all cities throughout the 
Northwest. 


The lusty infant has grown up—and 
in the month just past the Eugene 
Shoe Retailers have given the entire 
Pacific Coast something to talk about! 
On Sunday, April 13th, they broke the 
campaign, issuing an eighteen page 
special “Shoe Section” of the Eugene 
Register. The section was artistically 
attractive, and compiled of splendid ad- 
vertisements interspersed with much 
editorial news of an educational nature 
relative to shoes, their proper selection, 
care and wear. Much of this news mat- 
ter was borrowed from the columns of 
BooT AND SHOE RECORDER. 

In addition there was a carefully 
written story on every individual shoe 
dealer in the city. These little stories 
were not the usual type of inflated ad- 
vertising, but rather served to acquaint 


the public with the background of the- 


various shoe merchants, stressing the 
general theme that you couldn’t go 
wrong in patronizing any one of them 
and that somewhere in the city was the 
shoe dealer who had just the type and 
kind of shoe desired. 

This “live-and-let-live policy” of send- 
ing a customer to a competitor for the 
shoe she wanis, rather than selling her 
a substitute that will never make her 
quite the satisfied customer of your 
store, has resulted in a much better 
feeling of cooperation among the shoe 
merchants of the city. It has also 
helped to ‘“Keep-the-dollar-at-home” 
resulting in greater prosperity all the 
way round. 

Officers of the Eugene Retail Shoe 
Dealers’ association are: Chet Smith, 
Buster Brown Shoe Co., president; Cas- 
per Lane, head of shoe department for 
McMorran & Washburne, vice presi- 
dent; Moe Henderson, Price Shoe Com- 
pany, secretary-treasurer. Meetings 
are held monthly and occasionally these 
are in the nature of social gatherings. 
They have been working on this special 
advertising section since January and 
have reported it such an outstanding 
success that it has been decided to issue 
= sections semi-annually here- 
after. 


New England Tanning Co. 
Elects Officers 


Boston, Mass.—At a meeting of the 
New England Tanning Co., Inc., held 
on April 26, the following officers were 
elected: Joseph Kaplan, president; 
Frederick G. Moynahan, vice-president ; 
Kivie Kaplan, treasurer; M. J. Kaplan, 
assistant treasurer and clerk. This 
corporation manufactures suede calf, 
fancy leather in calf and side leather 
and a full line of sport elk leathers. 
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Reports Good Business at 
New Store 


OAKLAND, CAL. (UTPS) — A. C. 
Wagner, manager of the newly opened 
Oakland store of Hamilton’s, 414 14th 
St., reports splendid reception from the 
public. This newest of the Hamilton 
chain carries out the tradition of “best 
in men’s footwear” established by the 
firm but the beauty of its interior 
architecture and furnishings doubtless 
has not a littie to do with its quick 
popularity. The walls are modernistic, 
with pastel colorwork interspaced with 
strip-aluminum molding and the ceiling 
carries out the metal-decoration motif 
with its aluminum cross bars and 
scrollwork. The luxurious benches and 
chairs, resting on carpet of thick, 
restful pile, complete the picture. 


Inexpensive Footwear a Fea- 
ture of Annex 


BuFFALO, N. Y. (UTPS)—J. N. 
Adam & Co., has opened a new foot- 
wear department for the sale of inex- 
pensive shoes for women in its new 
Economy Annex. Footwear at $3.96 
will be featured in this new economy 
annex. James D. Christy, formerly as- 
sistant footwear buyer for R. H. Macy 
& Co. of New York, who recently was 
appointed buyer of women’s footwear 
for J. N. Adam & Co., has supervision 
over this new department which oc- 
cupies a large section on the street 
floor of the five-story building. 


Lease on Sales Percentage 


Rocuester, N. Y. (UTPS)—With a 
lease on a percentage of sales basis 
instead of a stated sum, Sheppard & 
Myers, Inc., of Hanover, Pa., last week 
began alterations on its new quarters 
at 71 Main Street East, in the heart 
of the retail district here. The present 
store at 85 Main Street East will be 
moved to the new establishment as 
soon as alterations are completed. 
Mrs. Merry M. Dennis is owner of the 
building. 


New Manager Appointed 


PLATTEVILLE, Wis.—Will Mont- 
gomery of Madison, Wis., has taken 
over the Peoples Shoe store here from 
J. W. Bohnacker. The store will con- 
tinue under the same name. Mr. Bohn- 
acker has conducted the business here 
for the past twelve years. 


Good Response to Thrift 
Department 


SAN FRANCISCO, CAL. (UTPS)—The 
Philadelphia Shoe Store, one of the 
city’s pioneer retail shoe shops, has 
added a women’s thrift department on 
the mezzanine and reports good cus- 
tomer-reception. A. Katchinski is the 
head of this firm. 


Add Ladies’ Footwear and 
Hosiery to Their Line 

SrerRA Mapre, Can. (UTPS) — 
Olsen’s Shoe Store, heretofore featur- 
ing men’s and boys’ shoes, has now 
begun to sell ladies’ footwear and 
hosiery and finds the trade instantly 
responsive. 
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In Keeping With 
the Policy of 


ENNA JETTICK 
SHOES, INC. 


to give their dealers the finest kind of 
support, the following features have 


been arranged— 
A full page ad,—in colors, in 
the AMERICAN WEEKLY of 
June 8th, reaching 6,000,000 homes. 


This intriguing ad asks the question, ““Can 





a Woman Keep a Secret?’’—and how 














A carefully selected pro- 
gram of old time songs and 


7 P.M. 


WJZ and Associated Sta- 


tions from Coast to Coast. 


hymns on the ne 


ENNA 
JETTICK ae 
MELODIES 


program, every Sunday at ROUND 


it answers that question! 
A delightful program of es- 


pecially appealing songs, 
beautifully sung by the 


ENNA 
JETTICK 
SONGBIRD 
every Tuesday night at 
9 o'clock (E.S.T.) over 
WEAF and Associated Sta- 


tions in the Red network. 





— 





SHOES FOR WOMEN 
ALSO WHITE 


JETTICKS 
IN STOCK 
THE 
YEAR 





AAAAA to EEE -Sizent to 12 








(E.S.T.) over 




















A full page ad. in the TRUE 
STORY MAGAZINE—July issue, 
reaching 2,500,000 homes, carrying 
same copy as the AMERICAN WEEKLY, 

except in black and white. This issue 


on sale at news stands about 


June Ist. 


ENNA JETTICK SHOES, INc. 


AUBURN, N. Y. 
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WHERE TO BUY 
Ballet Slippers 
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BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss. Childe 
600—(Top Grade) 1.45 1.40 1.45 
6o9— -30 1.35 1.26 
Coast Prices Slightly Highee 


Brooks Shoe Mfg. Co 


Philedelphis— 
Swanson and Ritner Sts. 


Los Angeles—1162 So. Hill 8t. 


IN 
STOCK 








Soft Toe 
Turn 
Ballets 
Lefts and Rights cxserty Danone 


In No. 100—Regular ° 
Steck No. 500—Buck e 2.00 i. 
H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chicago 








BALLET SLIPPERS—IN STOCK 


r of the unusual kind 
Bi02 Bik. Kid Hand Turn 


Soft Toe 
Child's 6 to 11—$1.35 
Misses 111% to 2— 1.40 
Women’s 2% to8— 1.45 
. Also Hard Toes 
SCHWARTZ & HERDER, Inc. 
7 Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 











In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 


Ewe’ 
Rights and Lefts 
Two Grades 











Wom. Miss. Chi. 
$1.50 $1.45 $1.40 
1.35 1.30 1.25 


In Stock 
135 West Monroe 


i O(™]WM. 
SUMNER 
SMITH 

Chicago, Il. 
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WHERE TO BUY 


Dancing Sandals 
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*KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 


GRECIAN 
DANCING 
SANDAL 





4 SIDELINE 
MONEY 
MAKER’ 








Send for Circular 
DEPT.C. “= 


KENDALL SHOE COMPANY 





HAVERHILL, MASS. 





Style Protection Sought by 
Delman, Inc. 


NEw YorK—H. B. Delman, president 
of Delman, Inc., manufacturers and 


| retailers of exclusive footwear, who has 


long been an advocate of proper, style 
protection from copying and style pi- 
racy, believes that any manufacturer 
should take steps to patent his own 
 ——_ wherever possible and feas- 
ible. 

Mr. Delman has been doing this very 
thing and only recently secured an in- 
junction against a competitor, compel- 
ling him to refrain from selling a copy 
of a copyrighted model. In another in- 
stance, the Delman firm forced a re- 
tailer to change the shoes he had in 
stock by the addition of a buckle, in 
the case where the line was found to 
be copied. 

The length of time required to ob- 
tain a patent, Mr. Delman explained, 
varies from 2 to 6 months, but in spite 
of this delay he believes it well worth 
while. All models brought out by this 
concern which are believed to have par- 
ticular sales possibilities are regularly 
copyrighted. To warn the trade that 
protection has been granted on a cer- 
tain number, Delman sends a notice to 
manufacturers, together with sketches 
of the style in question: 

“This is to advise you that on this 
certain date, certain patents on sev- 
eral of our original models were offi- 
cially registered and acknowledged by 
the U. S. Patent Office. 

“Two of the models in question are 
illustrated herein, and are respectfully 
called to your attention. It is our in- 
tention to prosecute to the fullest ex- 
tent of the law any manufacturer or 
retailer who infringes on any of our 
patents as well as anyone who insti- 
gates the sale of models so similar as 
to deceive the public.” 


New Minneapolis Store to Have 
Shoe Department 


MINNEAPOLIS, MINN. (UTPS)—A 
new shoe department will be opened in 
June by the Rector Company, a new 
organization which will occupy the 
former Third Street store of the 
Leader, Inc. The building is being en- 
tirely remodeled. The store will be on 
a cash basis. The incorporators are 
former employees of the Leader, which 
recently merged two stores in one at 
Nicollet Avenue and Fifth Street. W. 
E. Rector is president of the new com- 
pany. 

The name of the Bronson Golf Shoe 
Co. has been changed officially to Ath- 
letic Shoe Co. Glen M. Bronson is 
president and Charles H. Bronson, 
secretary. 

Sorensen Shoe Stores, Inc., dedicated 
the new store at 413 Tobert Street, 
St. Paul, with a “Blonde Shoe Week,” 
featuring 19 attractive patterns at $5. 
The purpose was to acquaint the 
women of the city with the new store. 


Buys Interest in Shoe Store 


SHREVEPORT, La. (UTPS)—Fred G. 
Reid, credit manager of the Baird Dry 
Goods Co., has bought the interest of 
George Brown in the Peacock Shoe 
Store. Mr. Brown, who was one of the 
founders of the company, died recently. 
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Nashville Store Adds Shoes 


NASHVILLE, TENN. (UTPS)—Arm- 
strong’s women’s wear store at 21) 
Fifth Ave., Nashville, Tenn., has added 
a shoe section to their newly completel) 
remodeled store, which will be und 
the direction of W. T. Karr. 

Mr. Karr has spent the greater part 
of his life in Nashville, has been iden- 
tified with the retail shoe trade for °); 
years and is very popular and we!| 
liked by everyone. 

Mr. Armstrong has been contemplat- 
ing the addition of a shoe department 
for some time, and now he feels that 
his customers’ demand for it justified 
the addition. This store caters to the 
feminine trade exclusively. 


Interchangeable Heels 


CINCINNATI, OHIO—Dr. Leon Reisen- 
feld, a well-known dentist of this city, 
has invented a very novel interchange- 
able heel for ladies’ shoes. One pair of 
shoes will serve several purposes, he 
says, by slipping on low heels for walk 
ing, spikes for dancing, and red or 
green or studded for costume weai 
Doctor Reisenfeld has been granted a 
patent on his invention which applic 
to a tongue and groove arrangemen 
permitting the wearer to slip different 
heels on and off the shoes, and to a 
locking device which holds the heel ir 
place while it is being worn. 


Customer’s Index Aids Mail 
Campaigns 


LOUISVILLE, Ky. (UTPS)—The shoe 
department at Kaufman-Straus Com 
pany, Louisville, keeps a card catalog 
of every shoe customer, charge or cash. 
On these cards are recorded the time 
of purchase, style, size, as well as th 
customer’s name and address. This is 
kept accurate and up-to-date, so that 
when shoe sales are held the firm has 
a live list of 10,000 names for use in 
direct mail campaigns. 


Prize Winning Windows 


MILWAUKEE, WIis.—lIn a recent win- 
dow contest staged by the North 
Avenue Advancement Association, the 
windows of Langill & Grauer were 
judged the best in the retail shoe mer- 
chants’ class. Other shoe retailers en 
tered in this division included Robert 
Kurz, who was recently named to the 
board of governors of the association; 
Walter F. Bertler, R. T. Knippel and 
W. J. Muckle, who is a director of the 
Milwaukee Shoe Retailers’ Association 

The windows were judged by the 
public and the contest aroused a great 
deal of interest and attention. 


H. M. Buckley Transferred 


WHITMAN, Mass.—Henry M. Buck- 
ley, for many years superintendent o! 
the stitching room of the Commor 
wealth Shoe & Leather Co., has bee 
transferred to the branch factory i 
Gardiner, Me., where he will serve a 


superintendent. Mr. Buckley, whos 
home is in Brockton, is a great favo) 
ite with his employees, who present« 
him with a handsome gift when h 
concluded his duties. 
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athe: Your Footprint in Leather 
0 the 
Ty 
By HEYWOOD of WORCESTER 
— 8 stock lines in a wide range of sizes and widths ready for immediate delivery. 
— Write for information in regard to the Matrix franchise. Illustrated stock catalog 
FeO. 
‘ir of will be mailed on request. Salesmen are now on their territories with a complete 
» he ° . 
Ih line of Heywood and Matrix Shoes. 
d o 
veal 
ed a 
pic HEYWOOD BOOT & SHOE CO 
men ’ 
- MANUFACTURERS OF MEN’S FINE SHOES 
al ir 
70 WINTER STREET NEW YORK OFFICE 
WORCESTER, MASS. 475 FIFTH AVENUE 
il WOMEN’S MATRIX SHOES MADE BY E. P. REED & CO., ROCHESTER, N. Y. 
shoe 
om- 
slog e e e 
2 —L — Kids —IN STOCK 
a Whites — Linens ids —_ 
s is 
hat 
has 
in 
‘in- 
th 
the 
ore “RAYO” “DEVON” “CARAVAN” 
er- Special Process GOODYEAR WELT Special Process 
on - 16/8 Cuban Heel Leather Heel, Uskide Top Creased 18/8 High Cuban Heel 
ert 488... . White. Te... nc occcce $5.25 Vamps i3-486...Genuine White Buckskin, 
he SS. ee SS eae 5.25 B-478...White Kid... $5.50 Tan Calf Trim.. 5.2 
n; B-493...Larkspur Blue Kid..... 6.25 B-479...Black Kid.............. 5.25 
he B.526. ; Tide ’sand Kids nett 533 Particularly suitable for Nurses. 
he 
yn. 
he BR coerce recvececd to 
at . ppb deaunde dere ar is t NOTE: You should be receiving our weekly In-Stock Catalog of 
Boivevceccccccecceee 3% bo 8 newest and most up-to-date styles. Mail your order today and we'll 
" 9 °°" Serme Net 90 Deve put you on our mailing list. 





Twenty-five cents additional for orders 
of less than three pairs. 





















Co THE MENIHAN COMPANY 
. In-Stock Department 
ROCHESTER, N. Y., U.S. A. 

. Makers of Menihan Arch-Aid Shoes 














Pittsburgh Office Chicago Office New York Office New England Office Sa 
Hsnery HoTe.t MAJESTIO HOTEL 846 MARBRIDGE BLDG Drarer HorTer 


W. A. BARNEY F. J. SATEK B. W. MOYLAN NORTHAMPTON, MASS 
ELLIOTT LA MONTAGNE 























n Francisco Office 


PLAzaA HOTEL 
H. 8. KUSHINS 
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WHERE TO BUY 
Spats 


— 
TERS 


GREATEST SPAT LINE 
OF THE INDUSTRY 


MPERIAL SPAT MEG CO 


Sia Vv ho V tC CO tC MS iO. 


BOND STREET 


The finest, best known, 
. Styled in England 

—made in America, and 

priced to retail at $1.50 

to $5.00. Backed by 

comprehensive, unique na- 

tional advertising—radio, 

national magazines, mer- 

chandising helps, attrac- 

tive packages. Immediate delivery. Write for samples. 

=, WILLIAMS MFG. COMPANY, 
‘ortsmouth, Ohio, U. S. A. 


i le el ee ee 


cee 
"Ss lard 
Standare 
s P A S 


The world’s finest spat 
—backed by one of the 


Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


Watch Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
—————————— 








Spats and Shoe 
Ornaments Create 
Customers and 
Confidence 











CHURCH’S 
Imported LINEN Spats 


in white, grey and tan, also SAILCLOTH 
spats. 
Used for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 














The Business Crime Court 


[CONTINUED FROM PAGE 47] 


“‘The smaller merchant, with a lim- 
ited amount of cash, is not so fortunate 
as his more prosperous brother. Should 
he confine his business to one jobber, 
there is some chance that the jobber 
may not live up to his part of the con- 
tract. On the other hand too many 
sources of merchandise are equally det- 
rimental for the merchant with limited 
business and small amount of capital. 
The smaller the business, the greater 
necessity of confining the business to a 
few good houses. It is said that the 
manufacturers and jobbers watch a 
small retailer who makes a practice of 
buying from many houses. Should a 
retailer, following the practice, get into 
financial trouble, there is not as much 
chance of help because among many 
creditors it is more difficult to get an 
agreement to extend time.’ 

“It has been offered as evidence in 
your favor that much of your wild and 
scattered buying was justified because 
of certain price advantages. Then it is 
unquestionably the duty of the retail 
merchant to buy as advantageously as 
possible. Yet to buy a dozen items 
from a dozen different concerns so as to 
secure trifling financial advantages is 
not necessarily advantageous. Indeed, 
the reverse is nearly always true as is 
well brought out in the book Successful 
Buying by Eric N. Simons on page 262. 

“‘Every firm that approaches the 
buyer is given a chance to “cut in” or 
quote terms, and if the terms it offers 
are better than those of the rivals, the 
order is awarded. The result is, of 
course, the opening up of a large num- 
ber of new accounts in the firm’s books. 
The result of these purchasing activi- 
ties after minute advantages, is with- 
out doubt, on paper a considerable 
diminution in the purchasing expendi- 
ture. But more detailed analysis would 
contradict this. We would find that the 
buying department staff had had a tre- 
mendous amount of additional record- 
making and statistical work, as a re- 
sult of so many different purchases 
from many firms. Additional work 
caused by extra correspondence, addi- 
tional expense of postage, stationery, 
etc. The accountant would find more 
clerical work in keeping of accounts, 
more ledgers necessary; ledgers them- 
selves would be more rapidly filled. If 
it were possible to debit the purchasing 
department’s figure with the additional 
costs imposed on business by this meth- 
od, it is doubtful whether result would 
be a balance on the right side.’ 

“The further argument offered as 
justification of your conduct is that the 
wider variety of goods increase the 
chances of a better rate of turnover. 
I will read from The Retail Handbook 
by Walter S. Hayward, page 150. It will 
briefly and adequately explode such a 
fallacy. 

“ ‘Tf a store is to secure an adequate 
volume of turnover, it cannot burden 
itself with too many competing lines. 
Standardization of stock is one of the 
principles of chain store operation. No 
unknown brands or odd sizes are ordi- 
narily carried.’ 

“Not only does an accumulation of 
lines slow up turnover, but it also in- 
creases the amount of dead stock which 
inevitably comes as a result of buying 
from a wide range of vendors. 
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“On page 309 of Principles of Mer- 
chandising by Melvin T. Copeland we 
read the following: 

“‘In small retail stores another 
means of guarding against an accumu- 
lation of excessive inventories is for 
each retailer to concentrate his pur- 
chases by buying from a small num- 
ber of manufacturers, or wholesalers. 
Thereby the collection of a multiplicity 
of brands or styles of goods can be 
avoided. The concentration of pur- 
chases also strengthens the credit po- 
sition of a retailer. A retail merchant 
who has a few large creditors is a bet- 
ter credit risk than one who has a 
large number of small creditors, any 
one of whom may cause embarrassment 
in a period of depression. A _ small 
creditor who has little at stake usually 
is less considerate in working out con- 
structive plans for an embarrassed 
debtor than is a large creditor. Thus 
concentration of purchases is beneficial 
for a small retailer’s credit as well as 
for his rate of stock-turn.’ 

“You must realize that vendors re- 
alize that they must handle a certain 
amount of possibly profitless business. 
A new customer may be willing to try 
a sample line of a new item; the ven- 
dor will supply it in the hope and be- 
lief that more and larger orders will 
follow. Fill-in items, especially at the 
end of a season may be unprofitably 
small. Yet the vendor is glad to charge 
this as a service to a customer where 
general run of business is regular 
a and large enough to be profita- 

e. 

“An article appearing in Printers’ 
Ink for November 14, 1929, under the 
title of ‘Shall We Tax the Small Or- 
der’ and written by R. B. Simpson is a 
valuable contribution to the subject. 
I will read it. 

“*The small order is perhaps the ma- 
jor problem before American business 
today. The use or abuse of it has had 
a most serious effect in pulling down 
net profits. The cost of distributing to 
the small customers runs in some cases 
as high as $35 per $100 of sales, or 
nearly 20 times the proportionate cost 
for the largest accounts. 

“ «Small orders are accepted as a 
part of the scramble for volume. But 
the volume they produce is next to 
nothing. 

“‘It is very poor merchandising to 
take a loss in the distributive end of a 
business, by accepting small orders at 
actual loss rather than at a profit.’ 

“That vendors are becoming alive to 
this dreadful loss is shown in another 
article published in Printers’ Ink, this 
time in the issue of April 4, 1929. Its 
title is “Why We Dropped 57% Per 
Cent of Our Customers” and it is 
written by George J. Dunbaugh, Jr. 

“97.3 per cent of sales volume in 
dollars was being drawn from 42% per 
cent of the customers and prospects on 
whom our salesmen called; or 50 per 
cent of our sales effort was being in- 
vested in a field that yielded less than 
10 per cent of total sales. The busi- 
ness comprising the 2.7 per cent of 
sales from the 57% per cent was un- 
profitable. It came in small orders 
while that from 42% per cent was in 
larger units. 

“*We were working profitable and 
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Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


—----=- MAIL THIS COUPON TODAY —~-—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 








Our New Cata- 
log of Imported 
English Riding 
Boots, Puttees, 
Sam Browne 
Belts, etc. Write 
for Catalog R-4. 








The “Jodgore” 


Built for Comfort 


R-1788 


as Well as Style! 


R-1800 Men's or Women's, in 


Brown or Black Willow 
Calf, with gore side, mak- 
ing a trim, snug-fitting 
riding shoe. 


R-1788 Men's or 
Women’s in Brown 

Black Willow 
alf, Strap Jodh- 


Women’s ....$7.50 
BMER’S wcccece 8.00 


COLT-CROMWELL CO., Ine. 


Name 





City 








Stvest and’ Number-.........................-........ 


EST. 1899 


1239 Broadway New York City 




















3-Way 
Ticket 


7.00 


ABOVE IN STOCK 


ern T© TONE 


HAND LETTERED 


iS al. lots 


6 doz.— $1.50 12 doz.— $2.50 


(CHECK WITH ORDER—PLEASE) 


YOUR CHOICE OF EITHER OF TWO COLOR 
COMBINATIONS 


Red with black edge trim on whive 


Purple with gold edge trim on white 
pasteboard with black figures. 


pasteboard with black figures. 
Available in 72 different prices: IN STOCK 


lf other than in-stock prices are specified in orders, 
the rate per doz. is 50c. 


(A variety of two color tickets with hand-lettered prices carried im 
stock, 15c. per doz. Samples on request) 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER, CHICAGO 


1334 Republic Bldg., State and Adams Sts. 
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WHERE TO BUY 


Barefoot Sandals 


era lh i ell ll hl ee li i i 





GOLD SEAL BAREFOOT 


GOLD SEAL, 722 Broadway, N. Y. C. 





WHERE TO BUY 


Modernistic Display 
Fixtures 


ee ee 
Personalized Service 


To the ever-increasing 

lst of shoe organiza- 
tions who have utilized 
our services, we add the 
Bames of the Joy Bootery 
W Broadway, Jay-Cobbs 
of Fifth Avenue and the 
London Shoe Co. 


Dieploy fetures in glass, 

carved glass, wrought iron, 

bronec, Chrome steel chairs 

and fitting § stools — floor 

mirrors. 
METAL ARTCRAFT 
FIXTURE CO., Inc. 


418 W. 41 St. NEW YORK V4 











- 
66 a 


WHERE TO BUY 


Women’s Novelties 


rhe li il i li ie et ee 


All leather imported Osecho § 
72 pair of a color and pattern ne 4 


case. 
> ee moulded _ Sonia and Riga, 
also London y, can shipped f - 
spection from New York. wed —— 
IRWIN W. DAVID, General Manager 
THE R. STERN CO., 303 Fourth Ave., New York 
Direct factory representatives 








unprofitable trade here, there, every- 
where, with the inevitable result that 
no small part of profits derived from 
first class was absorbed in administer- 
ing to second.’ 

“This evidence of the financial loss 
caused to vendors by the buying tactics 
of you, James Phelps, and hundreds of 
other retailers is without question a 
major business crime. 

“Yet I must recognize that this is a 
business crime requiring two partici- 
pants, you and your vendor. Therefore 
as long as vendors tempt you, I feel 
that they are even more guilty than 
you. As manufacturers and retailers 
realize what they lose through han- 
dling the too-small orders they will re- 
fuse to accept them.. Then the situation 
will clear up. But you and other re- 
tailers must cease this criminal prac- 
tice for your own benefit just as the 
vendor will stop it for his own welfare. 


“Under these circumstances I am 
disposed to be lenient with you, James 
Phelps. I am about to pass sentence 
upon you.” 

When Judge Braddock ceased speak- 
ing a flurry of applause ran through 
the courtroom. His clear reasoning 
and the abundance of authoritative 
substantiating evidences he quoted to 
back it up satisfied everybody of the 


| correctness of the verdict. 


A sharp rap from Judge Braddock’s 
gavel caused the applause to cease 
abruptly. The prisoner gazed with for- 
lorn eyes as he sagged despondently at 
the prisoners’ rail. 

“James Phelps, I release you on pa- 
role jointly to your wife and to your 
wife’s mother. If, after three months 
oi good behavior, you can bring evi- 
dence that you have ceased wild and 
scattered buying and also that you 
have reduced materially the number of 
cutstanding accounts payable, I will 
cancel the parole. 

“During the parole I sentence you to 
do al! the family buying for your fam- 
res 

Turning suddenly to Brent, the 
Judge asked, “I believe it is true that 
prisoner’s wife and her mother live 
with him?” 

Brent smiled and said, “That is true, 
prisoner’s mother-in-law is a widow 
and lives with him.” 

“Thank you, Mr. Brent.” 

Turning to the prisoner the Judge 
went on: 

“But so that you may realize fully 
the economic loss in time as well as 
money, you must buy items of grocery 
and other goods from different stores. 
Instead of buying twelve cans of to- 
mato soup from one grocer, you must 
personally buy it in single cans from 
twelve different groceries. This same 
punishment to be evidenced in every 
item where more than a unit is a nor- 
mal purchase.” 

Phelps turned to his counsel and 
looked for comfort. Judge Braddock 
then thanked the jury for their ser- 
vice, congratulated District Attorney 
Flinn and Attorney Brent and closed 
the court. 

Thus ended a trial remarkable for 
the amount of valuable business infor- 
mation it uncovered. 
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Indianapolis Shoe Men Seek 
to Curtail Returns 


INDIANAPOLIS (UTPS)—The Indian- 
apolis Retail Shoe Dealers’ Association 
by unanimous action have joined with 
the Indianapolis Merchants’ Association 
in the campaign to reduce abuse of the 
return of merchandise privilege. Ata 
meeting of the Shoe Dealers’ Associa- 
tion Thursday, May 15, the action of 
the Merchants’ Association was en- 
dorsed. 

It has been the experience of prac- 
tically every shoe merchant that cus- 
tomers make wholly unreasonable re- 
quests in asking that they accept in 
return shoes that have been bought out 
of season, or shoes that have been 
worn by the customer, or that cash be 
refunded or their account credited on 
shoes purchased by them the value of 
which has been depreciated. Obviously, 
no shoe dealer can without serious loss, 
comply with these requests as the worn 
shoe has no resale value whatever. To 
accept such merchandise would be a 
violation by the merchant of the health 
ordinance due to the unsanitary fea- 
ture connected with the transaction. 

Shoe merchants also have been made 
to sustain material losses by customers 
who have ordered shoes especially made 
and then refuse to accept them. Such 
shoes cannot be sold in the regular 
course of business and must be ma- 
terially reduced in order to find a buyer. 
The losses sustained by the shoe mer- 
chants, not to mention the trouble to 
which they are put, have amounted to 
a material sum, which losses the mer- 
chants are determined shall end. 


M. N. Haines Adds to Shoe 
Store Group 


YorK, Pa—Mahlon N. Haines of 
York, Pa., owner of a large chain of 
shoe stores, has again expanded his 
chain, bringing the number of stores 
under his management to 50. He has 
opened two new stores, located in 
Lenoir, N. C., a town of some 12,000 
population, and in Westminster, Md., a 
town of about 5000. He has also moved 
the headquarters of his store in Lan- 
caster, Pa., from King St. to Queen St. 


WHERE TO BUY 


Dancing Tabs 





Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. Avr 
once delivery. 
Send for catalog. 


333 WESTSZ‘ST. 
NEW ‘YORK CITY 


Coast Representative: 
MR. A. F. WINSLOW 


5177 Casper Avenue, Eagle Rock 
Los Angeles, California 
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a, coma plan to participate in 


! Scholls 


FOOT COM FORT WEEK 
JUNE 14 1021 


Write at once for window trim material and 
newspaper electros to tie up with this great 
shoe store event. 


deen | 

















MAIZE SHOE Co. 
Ll HU MM NWN\SSSSS 


HERE’S 


a Fast Seller 
' for the Next 


Four Months. 
| ELK SANDAL— 


Just one of a 


8%/1l 
11%/2 
2%/8 


LACT OTOT OOO OT ON OO TOON OO Teviver) 


complete line of 
Infants’ and Chil- B237 — Lite smoke elk front 
dren’s shoes—ALL strap sandal. Smoothstep ; unlined. 


IN STOCK — 


SALESMEN: Opportunity to make expense 
money by selling this ALL-ROCHESTER- JUST ONE ll LINE 
MADE fine line of Infants’ and Children’s , IN THE HUMPTY DU 


shoes. Good commissions—prompt settlements. S There are many others. All are good, sturdy Pennsylvania 

Send References. made juvenile Goodyear welt shoes. Well styled—well 
designed—and favorably priced. Write us for details on 
styles, service and sales helps. 


| ASS SOS CO, Rete, MN. V- Wessre SOR On 86 MALEFAK, PA. 


‘hvaviva\tvaviivextva\tva\tva\tyexi 











x Turned 


New Edition Soon 
Shoe and Leather Lexicon This light- 


weight, 
strap Knights- 
™ Allen Turn, 

We are ready to take orders for May Ist de Sites Sere, 
livery of the new and revised Shoe and Leather fortable steel — 

. : .— << arch support and neat ap- 
Lexicon. This handy book of the trade is in its pearance, is just what many 
i iti . . f your customers will want 
sixth edition, over 100,000 copies now in use. + lagen Guaen Pr stes 


Price 50 cents. ‘ . 
- iene KNIGHTS-ALLEN CO., Inc. 
HAVERHILL, MASS. 
Boot and Shoe Recorder <p eS ae Se 
239 West 39th St. New York, N. Y. Boston Office: 207 Essex Street 
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High Spike Heels Only ~ 


1196—High Grade Moire Satin 
1136—High Grade Black Satin 
1265—High Grade Green Apple Kid 
pS a Grade Blue Kid 
1254—White Kid (also Baby Heels) 
1272—-High Grade Black Crepe 


Levey Brothers Shoe Co., 145 Duane Street, 


“Theo"’ 






20/8 High, Spike and 15/8 Baby Heels 
i -Y Linen Silk Emobroidered 


1274—White Linen Silk Embroidered 
amp 
1275—White Linen Silk 


Vamp In Contrasting Colors 


l Nt 
f wlll hl 
Fashioned From the Same 
Materials 


Embroidered 













Mw 


alll i 


Python Sepia Lizar 


—_—— 


Boa Constrictor 











Of paramount importance to the retailer merc ian- 





All white 









Natural Calfskin with brown trim. aes 
Natural Calfskin with white trim. 
White with black trim 


Sensational 
Values. 


Imported Czecho 


® Sandals. 






White = Patent Leather 
All Wh 
Natural * Brown 


Natural and White 


Spike and Cuban Heels 
$3.50 


In Stock 


J. WEISS SHOE Co. 


137 DUANE STREET 


NEW YORK CITY 


dising Turn and McKay shoes of the better ¢ 
is the M. J. Saks In-Stock Service. 


Witness this group of genuine reptilians in liz ird, 
watersnake, python and boa—characteristic of 
In-Stock Isn’t it a revelation to yor 
know that these shoes are in-stock? Haven't 
always been under the impression that this ty; 
footwear had to be made up to order—with th: 
tendant delays of making up shoes which result 
the slowing up of sales and the loss of business 


shoes. 


These shoes, and many other constantly chang ing 








COLOR SELLS 
THESE QUILTED 


SATIN 
SLIPPERS 








Fye-pleasing shades invite sales of comfortable 
lounging slippers, retailing at $1, $1. 50, $2 and 
turnover is high and 
In covered heel or spring 
For information write 


$3. 


GOLO SLIPPER COMPANY 


At prices so low, 
profits attractive. 
heel models. 


129 DUANE STREET 


NEW YORK, N. Y 





CAMP MOCCASINS 





BLACK ELK, SEWED SOLES 


X 121 
Youths’ 12%4-2 Waterproofed Leather Sole...........s.++. $2.20 
Boys’ 2%-5 Waterproofed Leather Sole.............-++- 2.45 
Men’s 6-11 Waterproofed Leather Sole..............eee005 $2.60 


BLOG SHOE COMPANY, Inc. 











The Outstanding Contribution in 
SPORT FOOTWEAR 










No. 2117 
Registered 


Pat. No. 1,589,195 “© 





2115—Men's all tan elk.. $3.50 


2116—Men’s smoked elk, 


tan calf trimmed .$3.60 
2117—Men’'s 
black calf trimmed.$3.60 


Widths B to D. Sizes 6 to 11 


white elk, 


Samples sent prepaid 


POWELL & CAMPBELL 


122 DUANE STREET 


ESTABLISHED 1879 





147 DUANE STREET 
The Checkerboard 


Sandal to Retail at $2.95 


Again we are in front to present 
the season’s newest novelty—one of 
the most beautiful Tee-Strap Sandals 
we've ever shown. 
A correct Cuban heel style for sum- 
mer. 
Comes in: Patent leather with 
kid checker inlay. 
Parchment kid with suntan 
checker inlay. 
All white kid. 
Sold only in 18 and 36 pair lots. 


Price $2.15 
DRYZER & KRONIG, Inc. 


Successors to Dr & R b 
131 Duane Street 9 ated ieee 


dull 
kid 


New York 
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YL} REVIEW BY S AKS Our great volume in New York City alone proves 






the popularity and value of these 


Goodyear Welt Sport Oxfords 
Rubber Soles, Leather Cuban Heels 


0907 Beige with brown 
calf trim. 
0908 Beige with tan 


calf trim. 
0909 White with black 
calf tri 


m. 
0910 All white calf. 
A— wide 


$33 


11Y%2 to 2—B, C, D widths at $2.75 


CONCORD SHOE CO., Inc. a an 






i 








Water Snake 


—_— 


Ring Lizard Rajah Lizard 































pattens in many color combinations, are always 
arried in stock to meet the demand. 





ON JUNE THE FOURTH 


W- are confident that you will agree that the M. J. 








liz ird, Saks In-Stock Service is unique in this industry, we shall conduct the official opening of our 
t Saks giving the merchant of high grade, high style shoes new quarters at 131-133-135 Duane Street. 
Ou to Han opportunity to keep in tune with the demand for We extend a cordial invitation to the entire 
t vou these shoes in his community. trade to visit us on this date, to acquaint your- 
pe of selves with the sa eg oe a 
he at- According to Mr. M. J. Saks, to buy and sell with Tae ee ae ee 
lt in J spee’ and certainty is the keynote of merchant suc- 
‘Ss cess and in following this formula the merchant hi 
must allow the in-stock house to play an important 
NSInS Be part. 159 DUANE STREET ‘S33 NEW YORK 















Perforated Shoes Are in 








Demand. 
Saks Has Them in Stock 
in Tarns AA to C $4.75 


ie. 7044 White kid, side buckle, patent 

leather tip and fox 16/8 Cuban “Queen of all operas” 
Now carried in stock in balloon and 
new modified toe lasts, both featur- 


ing 22/8 spike heel. 


Duane Features White Kid in 
he noell® \ 
QO" Pump 7 


We. 7045 White kid, side buckle, eggshell 
kid tip and fox 16/8 Cuban heel. 





No. 7 Eggshell kid oxf 4 
Ib. 7046 White kid oxford as 7044 with week » 4 ee ft Also In Patent Leather, Black 
20 black kid trim 16/8 Cuban heel. Cuban heel. Satin and Kaffor Kid, at $3.25. ‘ 
A Widths AA, A, B, C. $ 50 
60 Made to order in any leather. White Kid 3: 








HOLLYWOOD TWO BIG BETS 


2916 Armours Black Kip, 
Black Lizard Trim IN 
2953 Armours Tan_ Kip, 


—_ Calcutta Lizard SS STOCK 





2955 Armours Blonde Kip. 
Brown Mottled Lizard 
Trim. 

2957 Armours Smoked Kip, 
Blonde Kip Trim. 

2961 White Elk, Tan Calf 
Trim, (With Plantation 
Crepe Sole.) 

2952 Armours Tan Kip, Rose 
Blush Kip Trim 

2954 Northwestern Whippet, 
Brown Lizard Trim. 

2956 Armours Blonde Kip, 


K H Prices on request. 
nN , SA ST or CORP : _— 
ae OO NEON Mair” YORK ne_Shoe (ompany; 4.840." 





Ss P c > 7. ane 
2962 White Elk, Wh ite No. 1934—All over Parchment cut out —_ yan hy _ or —— 
Lizard Trim. (With Oxford. Full leather lined. Also in p vvoel s all over Parchment High, 
= Airway Barefoot Sole.) all over Patent leather High and Baby Spanish, Cuban and college 
<r —— High Grade Goodyear Raby Spanish heels on each. C wide. heels on each C wide. Sizes 2% 
— Welts Sines B te 6.  Prtesd..ccccoccecse $2.10 to 8. DEB isccccdnccsnccnesed $2.10 
ity B. FRIEDMAN SHOE CO., Inc. BLEECKER SHOE CO., Inc., 138-140 Duane St., N. Y. City 
109 READE STREET ESTABLISHED 1880 Boston, 216 Essex St. Philadelphia, 17 No. 4th St. 
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PR ne ag PRONE 





THIS MAY BE 
YOUR OPPORTUNITY 


&y 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








information. 


Real opportunity for the right man. 


HIGH QUALITY—Materials and Workmanship 
Infants’, Children’s and Misses’ Welts 


WANT SALESMEN 


Straight Commission Basis—liberal. 
A program of expansion opens up a number of territories in various sections. 


All in-stock—Up-to-the-minute styles—Excellent manufacturing facilities. 


Address B-820, care Boot and Shoe Recorder, 239 W. 39th St., New York, 


Write for 











Traveling Shoe Salesman 
One with large following with ladies’ novelty 
shoes to handle strong selling line of shee 

Commission basis, 


“im first 
All territories open. 


Address 8749 care of Boot and Shee Re- 
corder, 2739 W. 39th St, New Yerk City. 











SALESMEN 


To sell on commission basis for an old 
established manufacturer a good line of 
felt, leather and fabric house slippers. 
To call on department, chain stores and 
good __—irretailers. Following territories 
open: New York, New Jersey, Pennsyl- 
vania, New England States, Virginia, 
West Virginia, Georgia, North Carolina 
and South Carolina. 

Address B-8S34, care Boot & Shoe 


Recorder, 239 oo 39th Street, 
New York, N. Y. 











SALESMEN wanted to carry a complete line 

of spats and shoe ornaments as a sideline. 
Manolis Manufacturing Co., 4248 No. Craw- 
ford Ave., Chicago, , Ill. 





ANTED—Salesman to handle our line of 

High Grade Spats. Side line on a commis- 
sion basis, in Northern half of Pennsylvania 
and Western New York. Must have an estab- 
lished trade. One living in Buffalo and travel- 
ing auto preferred. Liberal commissions. 
The . W. Warner Manufacturing Co., 317 
Sycamore Street, Cincinnati, Ohio. 





WE need representation in several states and 

will consider applications from energetic men 
or women who could carry a side line of 1/5 
Turns and 2/6 Stitchdowns on a strictly com- 
mission basis. All Stock Styles. Liberal rate 
of commission. Give detailed information and 
references with application. Address Box 121, 
East Avenue Station, Rochester, N. Y. 


ALESMEN WANTED—To carry side line 

of high-grade canvas sport footwear. Sev- 
eral territories still open. Attractive proposition 
to men we select. Apply by letter only, with 
full particulars. Jenney & Lux Inc., 80 Fed- 
eral St., Boston, Mass. 





WAN TED—Whole-time or Side-line Salesmen 

or Salesladies in every state in the Union to 
sell new Fast Selling Non-Cémpetitive Neces- 
sity to Department Stores, Shoe Stores and 
Hosiery Stores. A proven Seller and perpetual 
Repeater. Liberal commissions. Protected ter- 
ritory. Only high grade respectable salespeople, 
calling on reputable concerns need apply. Give 
references as to character and ability. also full 
details as to territory desired, etc. Address 
B-839, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





HOE SALESMEN wanted to carry line of 

ladies novelty footwear to retail at $2.95 and 
$3.95, on commission basis only, in the follow- 
ing territories: Western New York State, Mary- 
land, Washington, D. C., Virginia, West Vir- 
gnia, Southern Ohio, Kentucky, Tennessee. No 
objection to man carrying non-competing line. 
State age, experience and references in first let- 
ter. Only men with experience considered. 
een Shoe Co., Inc., 211 Essex St., Boston, 


ass. 





GALESMEN wanted to carry side line of 

attractively priced house slippers, direct from 
the manufacturer. State references and terri- 
tory covered. Address B-828, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
Rn. ¥. 





ANTED, shoe salesmen to carry men’s or 

boys’, also official Boy Scouts’, shoes: com- 
mission basis; Louisiana, Alabama, Mississippi, 
ee Texas, Michigan; can carry side line 
ladies’ or children’s shoes. Excelsior Shoe Co. ° 
Portsmouth, Ohio. 


SALESMAN, for side line, popular price novel- 
ty house slippers, all territories open, com- 
mission basis. Address B-830, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








ALESMAN to sell House Slippers to chain 

stores, department stores and jobbers on 
commission basis. Address B-829, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


BROCKTON factory, making a complete 

of handsewed moccasins, desires a sales: 
to carry samples as a side line, which incl 
infant’s, child’s, men’s and women’s camp : 
sport moccasin shoes. Very liberal commiss 
paid. Address B-833, care Boot & Shoe 

corder, 239 West 39th Street, New York, N. 








LINE WANTED 








MANUFACTURERS AGENTS 


With permanent show rooms in Los 
Angeles and San Francisco are looking 
for Agencies of popular and medium 
priced Men’s, Women’s, Children’s and 
Work Shoes to sell to the Volume trade 
in California and Arizona. Correspond- 
ence invited by: 


SCHWARTZ & BURKE 
328 Union Insurance Bldg. 
1008 West Sixth Street 
Los Angeles, California. 











INES WANTED—Mantufacturer’s line 

Women’s McKays for case buyers to ret 
at $4.00. Also line men’s at same retail 
Minnesota, Iowa and Wisconsin. Address B-8 
care Boot & Shoe Recorder, 239 West 
Street, New York, N. Y. 


HILDREN’S shoes for Chicago. Substant 

following; fifteen years’ experience; lest 
references. A. Monchen, 6406 North Fair! 
Avenue, Chicago. 





DISCONTINUED numbers, jobs and fact: 
damaged footwear to sell on commiss 
Have several years’ experience and large 

quaintance among chain stores and large 

partment stores in Central States selling t 
class of merchandise, all Al rating. Addr 
Geo. H. Brackney, 50 Buttles Ave., Colun 

Ohio. 








FOR SALE 





SHOE store, including four-flat building, 6 
and Ashland, business center. Shoe busi- 
ness established thirty years. Paul Tychser 
6230 Ashland Avenue, Chicago. 





FOR SALE—Shoe store in growing industr 
city of western Pennsylvania. Main street 

cation, well established business. Small capita 
required. Opportunity for progressive mer- 
chant or chain store. Address B-815, care 
Boot & Shoe Recorder, 239 West 39th Stre:t, 
New York, N. Y. 





mum charge 75 cents. 
be counted. 





a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. 
In all other cases each word of the address should 


Minimum charge $1.25. When 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
w= Advertisements for this page mmst be in our New York office on Friday of the week preceding publication. © 
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FOR SALE FOR RENT MERCHANTS’ NEEDS 














FOR SALE: Old established, high TO RENT : Milbradt 
grade shoe store. New lease, stock and Modern equipped high grade Shoe Store : Rolling Step Ladders 
fixtures. Sest location in well known New Modern furniture = Beabt ia " 
university city, New York State. Location Best in New York ™ 2 highest va Bd pon ll sd 
Address B-835, care Boot & Shoe Immediate occupancy i : ly. 
Recorder, 239 West 30th Street, Inquire—D. E. Lynch, - d They last a lifetime 
New York, N. Y. 24 E. 56th St., New York City. and 
Are made in any style, 
shape or size to fit any 
kind of shelving. 
_- Write for general catalog 

OR SALE—Shoe store located in Arlington, - : and let us suggest the 

Mass. Highest grades of men’s, women’s . “ best ladder for your use. 
and children’s shoes. Excellent location. Ad- WANTED TO LEASE z ; 
dress Harvey RK. Rice, Adm., 8 Rupert St., sa Milbradt 
Worcester, Mass. ; ? Manufacturing Cc 
ANTED TO LEASE or Buy good shoe de- Established 1895 
partments in live stores. Address B-838, 
ES boa EE? Sete pone — with ae care Boot & Shoe Recorder, 140 Federal St., 2416 No. 10th Street 

ern front and doing a good business. an- Boston, Mass. @ - } 4 
dling Enna Jettick Shoes, south side of Chicago. F ST. LOUIS, MO 
Rent $125.00 monthly. Will stand investiga- 
tion, requires about $5,000.00 cash. Address 
B-832, care Boot & Shoe Recorder, 209 South 


State St., Chteage, a8. WANTED TO PURCHASE 





















































POSITION WANTED Wan TED to Purchase men’s lasts. Submit 


samples with lowest cash price, stating quan- 
tity. M. E. Gill, 427 Arch St., Philadelphia. 





A BROOKLYN executive, for 20 years con- 
nected with Brooklyn turn shoes, who is a 


thorough workman himself, including lasting, o PLIPDPDIIOIOLDLG oe PCOS, | 

Goodyear operating and stock fitting, is open 4 D \V 
Goodyear. operating and ‘stick tting, is 00s = HIGHEST CASH PRICES . AV rixtures 
go anywhere. Address B-831, care Boot & Shoe H 
Recorder, 239 West 39th Street, New York, f PAID DIS LA 
N. Y. or shoe stocks, slow sellers, ete. Short term | 


teases taken over. Transactions confidential. 
Est. 1890 


made 
MAX GLAUBERG 
UYER-MANAGER—Fifteen years’ experi- 8 Quad Sen Want Ctl 4 Al “SONS 
ence retailing. Thorough knowledge of mod- roacway, New Tor ty 


ern merchandising, orthopedic experience. At Canal 4836 


present managing a progressive New York City eo 933 ARCH ST. 
. 


juvenile and women’s ————. a desires 
to locate between Albany and Buffalo for the 

benefit of his family’s health. Address B-836, PHILADELPHIA, PA. 
care Boot & Shoe Recorder, 239 West 39th If you contemplate selling vour 


Street, New York, N. Y. entire or surplus stock com- ARE BUSINESS GETTERS 




















states. Twelve years’ experience in high and 
medium grade ladies’ shoes. At present in New KIRSCH-BLACHER Cco., INC. adil 
York. Address B-840, care Boot & Shoe Re- 624 Broadway New York 


OSITION as buyer-manager; prefer southern ore ag ag = ae ) SEND FOR CATALOG, 


sr, 209 So. State St. ; 
corder, 209 So. State St., Chicago, Il Phone Spring 1443 











BUSINESS OPPORTUNITY Sa: taal Gs nes cena 
ANTED—Partner in long established family HIGHEST PRICES 


shoe store catering to better class of trade, for your retail odds and ends, entire 
population 15,000, fifteen miles from Newark, or surplus stocks, ask us for our bid 
N. J. Address B-841, care Boot & Shoe Re- (Estab. 40 years.) Oash transactions. 


corder, 239 West 39th Street, New York, N. Y. Export Surplus Purchase Co., Inc. 

596 Broadway, New York, N. Y. 

Telephones Canal 6874 and Canal 0655 $5.00 Per Gross 

O . $2.75 Half Gross 
pportunity Guaranteed to give 100% 


Satisfaction 


Shoe Men MERCHANTS’ NEEDS M. D. POLLINGER CO. 


416 Victoria Bldg. St. Louis, Mo. 





























Prominent manufacturing making 
one of the best lines of women’s 
high-grade and orthopedic foot- 

wear, is prepared to offer this ex- BLANCO 
clusive franchise to responsible KBEPS WHITE SHOES 


person. COMPANY WILL AS- i ESTABLISHED §©=— 1890 
SIST YOUNG MAN OF GOOD In tubes ——_ F .2 use or in 


CHARACTER. Must have some Lasse HARRAR & en || L ABELS 


capital, good references and plenty ra] ns Philadelphia iI] 
of energy. Company will sign sous AGENTS uk UNTFED STATES and 


lease for exclusive store in follow- 7 1 SHOE CARTONS 
ing ——/ — ey ers | EXCLUSIVE BUT NOT EXPENSIVE 
Syracuse, tica, Albany, Provi- : 
dence, Springfield in. Worces- - i A eee a oa Cae 
ter and Boston. State in first letter Backgrounds 
experience, references, capital avail- ee oe ee. 
able, address and telephone num- Paper orders, "Ribbon Borders, Decorative 2 TA Ph 
Puffing, Fells, Fiitters, Valences, Drap- 3-27) LEXINGTON AVE , BRODKLYN. NY 
ber. Address Ben G. Garver, lag Material, Gress Mets. Send for Fancy AMERICA'S GREATEST 
1207 Liberty Bank Building, DAVES DISFLAY DECORATIONS SHOE CARTON & LABEL MFCS 


Buffalo, N. Y. 18 West Breadway, New York 
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sent on 
gy-qusee SLIPPER SUPPLY co. 
e083 Breadway New York City 











Beige Best in Des Moines 


Des Moines, Iowa (UTPS)—Light 
beige shoes chiefly in straps and ties 
are showing greatest strength now in 
the experience of H. H. Morgan, man- 
ager of the Walk-Over Boot shop in 
this city. The past week has proved 
more dull than was anticipated due to 
an unexpected cold weather period, re- 
sulting in a slowing-up of the summer 
business in general. 

General tendencies are, however, 
that kid and light weight calf leathers 
will continue in favor. As for style, 
new sports shoes featuring punch 
work are high in popularity, these 
being in beige two-tone combinations 
of many varying shades, also white 
with black. Shoe dealers in general 
are featuring displays of similar type 
—sandal effects very firmly made. 

Mr. Morgan declares arch support 
shoes are leading in his store as are 
also medium heels. Step-in pumps in 
black with elastic or gore front still 
maintain their share of popularity. 


Hahn Employees Hold Dance 


BALTIMORE, Mp.—A feature of the 
Fifty-fourth Anniversary of the Wil- 
liam Hahn Co., exclusive shoe retail 


concern, whose headquarters are at 
Washington, D, C., was a dinner-dance 
staged by the two Baltimore, Md., 
Hahn stores’ employees. All employees 
of the local stores and many of their 
friends attended. 

Included in the guest list were a 
good many from Washington, who are 
identified with the Hahn’s establish- 
ments. Members of the firm were also 
present. The event was staged at the 
Silverian on North Charles Street. It 
was the first time such an event of the 
Hahn stores was held in the Monu- 
mental city. 

Louis Greenberg is manager of the 
large local Hahn store located at 37 
West Lexington Street. 


A. M. Hoy with Arizona Store 


SAFForD, Ariz. (UTPS)—A. M. 
Hoy, recently from Los Angeles, is now 
with the People’s Department store 
here and will have complete charge of 
the shoe department. J. Horowitz, 
proprietor, states that the shoe sec- 
tion has been greatly enlarged and re- 
arranged by Mr. Hoy while the stock 
will include a complete line of family 
footwear. 








“Continued Cold” Slows Up 


Mid 


West 


Chicago Merchants Look for Somersault Into Summer, with 


Heavy Carryover of 


Cuicaco (UTPS)—“Continued cold 
—not much change in temperature” 
seems to have become a stereotyped 
phrase of the Weather Bureau in Chi- 
cago, and average temperature of 48- 
50 deg. bear out the accuracy of the 
prediction. 

It is impossible to estimate the un- 
told millions loss that retail merchants 
are suffering as a result of the sus- 
tained period of cold, unseasonable 
weather which is still prevailing in this 
city. 

It seems certain now, that merchants 
are going to be abruptly plunged into 
almost mid-summer weather and con- 
fronted with the serious problem of 





Wiswell-Everston Takes Over 
Cedar Grove 


CepAR GROVE, Wis.—An important 
development in the children’s shoe busi- 
ness is the taking over of the Cedar 
Grove Shoe Mfg. Co., Cedar Grove, 
Wis., by the Wiswell-Everston Shoe 
Mfg. Co. 

The active personnel consists of Jos. 
H. Everston, for 7% years advertising 
and sales manager and director of the 
Marathon Shoe Co., Wausau, Wis., and 
B. P. Wiswell who for two years has 
been general manager of the Cedar 
Grove Shoe Mfg. Co 

Mr. Everston, prior to his connection 
with the Marathon Shoe Co., where he 
originated many unusual merchandis- 
ing ideas, was connected for a number 
of years with the advertising depart- 
ment of the Boot and Shoe Recorder. 
He has an outstanding record of mer- 
chandising and selling children’s qual- 
ity shoes, and will have charge of the 
styles and merchandising of CHILD 
LIFE shoes. 

B. P. Wiswell is prominently known 
in shoe manufacturing circles as a 
quality production man. He has had 
many years’ experience in the manu- 
facture of shoes, having been connected 
with such well known factories as Rice 
and Hutchins, Geo. E. Keith Shoe Co., 
Florsheim Shoe Co. and Nunn-Bush. 
Mr. Wiswell will have charge of the 
manufacture and will supervise the 
quality of CHILD LIFE Shoes. 

The Wiswell-Everston Shoe Mfg. 
Co., with offices and factory at Cedar 
Grove, Wis., is making a line of in- 
fants’, children’s, misses’ and growing 
girls’ high grade Goodyear Welts, 
which is being featured under the name 
of CHILD LIFE Shoes. The line con- 
sists of sport and dress type footwear. 
The factory which is up-to-date and 
fully equipped, has a capacity of 1500 
pairs a day. 

The new = of CHILD LIFE Shoes 
for fall, comprising new lasts and 
many unusual specialties, is now in the 
hands of a complete new sales force, 
and is backed up with advertising and 
merchandising innovations different in 
character than are generally used in 
the sale of children’s shoes. 
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Spring Merchandise 


unmoved, perishable Spring stock on 
their shelves. 

Meanwhile, Business Week in its re- 
port covering the week ending May 17, 
says that trade has perked up slightly 
and resumed its slow and irregular 
climb back toward normal. 

There seems to be an optimistic tone 
here and the business thermometer has 
jiggled up to within 3 per cent of nor- 
mal for the season and the year. It 
only looks chilly when contrasted with 
last year, when it read 8 per cent 
above. The business’ depression 
through which the United States nas 
been passing for some months seems 
to have about spent its force and if 
the upward trend continues at the same 
rate it has shown since March, we 
should be back to normal by October. 

The present climatic conditions are 
noticeably reflected in the indecision 
generally shown by retailers in their 
placing of Spring and Summer shoes 
in window displays. The majority by 
far, seem to have determined to make 
the best of the situation and relegated 
their Spring and warm weather styles 
to a place of second importance, giv- 
ing prominence to distinctly cold 
weather shoes. 

Whites, blondes, and all types of 
sport shoes are shown some interest at 
present by inquiries, rather than by 
purchases, and some of the larger 
stores apparently sensing the fact that 
Summer will come with a rush, are 
preparing the public for the warm 
weather styles by advertising instead 
of displays. 

Stevens advertise and advocate fab- 
rics for the coming hot weather. Fields, 
in a large advertisement proclaim that 
—“If It’s Perforated It’s Smart!”— 
and proceed to illustrate their point 
with Sunburst sandals in pumps and 
straps. 

Incidentally mentioning perfora- 
tions, brings to mind that we have 
noticed a new trend in that line. In- 
stead of the conventional round hole 
punchings, there are numerous new 
models displaying punched holes, 
square and diamond shaped, and one 
buyer says they are attracting much 
attention, judging from inquiries about 
them. 

Considering everything, Chicago 
merchants can look forward to a slow 
but steady expansion in their trade 
volume in the coming months. 


Was Prominent in Shoe Trade 
in Northwest 


Wausau, Wis.—In the death of C. 
B. Mayer, Sr., president of the C. B. 
Mayer Shoe Co., which occurred re- 
cently, the Northwest loses one of its 
outstanding retail shoe merchants. 
Mr. Mayer had been engaged in the 
shoe business for over half a century. 
He organized the C. B. Mayer Shoe 
Co. in 1890. T. G. Mayer is vice-presi- 
dent of the company and C. B. Mayer, 
Jr., is secretary-treasurer. 
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ILLINOIS—Chicago—Joseph Contorer (“Illi- 
nois Shoe Store’) (3108 Wentworth Avenue) ; 
boots and shoes; sold to Harry Contorer. 

Moline — Emmett A. DePue (De Pue Shoe 
Store) ; boots and shoes; reported sold or closed 
out business. 

MICHIGAN — Battle Creek — Ryan’s; boots, 
shoes, etc.; inc. authorized capital $10,000. 

NEW JERSEY — New Brunswick — Abraham 
Levy (310 Burnett St.) ; boots, shoes, etc.; sold 
or closed out business. 

NEW YORK — Brooklyn — Max Weinstein 
(“‘Weinstein’s Family Shoe Store’’) (550 Court 
St.) ; boots and shoes; reported retired. 

Freeport—Popular Shoe Stores, Inc. ; boots and 
shoes; reported selling or sold out. 


FEE DBusiness 
BAROMETER 


Business Changes 


New Rochelle — Leonard Frenza; boots and 
shoes ; reported selling or sold out. 

New York City—Sam Weitzen (1417 Second 
Ave.) ; boots and shoes; reported selling or sold 
out. 

Zeitz Shoe Co., Inc.; 
authorized capital $5,000. 

OHIO — Cleveland — Meyer Goldberg (Golde’s 
New Way Shoe Stores) (10407 Cedar Ave.) ; 
recently incorporated. 

PENNSYLVANIA — Waynesboro — Harry 
Fushan; boots and shoes; sold or closed out 
business ; removed to Pittsburgh, Pa. 

SOUTH CAROLINA — Laurens — Garber Co. ; 
boots, shoes, etc.; inc. authorized capital $10,000. 

SASKATCHEWAN — Regina — Louis Shoe 
Stores, Ltd.; boots and shoes; incorporated. 


boots and shoes; inc. 








Failures, Embarrassments, Etc. 


CALIFORNIA — Long Beach— Henry Engle 
(“Engle’s Boot Shop’); boots and shoes; re- 
aman petition in bankruptcy. 

DISTRICT OF COLUMBIA — Washington — 
Daniel De Young; boots and shoes; reported 
petition in bankruptcy. 

ILLINOIS — Chicago — Bartenes & Shaykin 
(Army and Navy Store) (1613 W. 63rd St.); 
boots, shoes, etc.; reported assigned. 

KENTUCKY—Fulton—Khourie Bros.; boots, 
shoes, etc.; reported petition in bankruptcy. 

Harrodsburg — Louis Friedman; boots, shoes, 
etc,; reported petition in bankruptcy; reported 
offering to compromise at 25 per cent. 
MASSACHUSETTS—Boston—Louis Blumenfeld 
(178 Hanover St.); boots and shoes; reported 
assigned. 

MISSOURI—St. Louis—Fisher Shoe Co. (1466 
Hodiamont Ave.); boots and shoes; repor 
petition in bankruptcy. 

N JERSEY—Newark—Frank Ferraro (77 
W. Market St.); boots and shoes; reported re- 
ceiver appointed. 

NEW YORK—Brooklyn—Leader Shoe Co. (221 
Powell St.) ; manufacturers; reported petition 
in bankruptcy. 


New York City—Darris & Levy (105 Reade 
St.); wholesale shoes; reported called meeting 
of creditors for May 20. 

Max Lebowitz (3413 Third Ave.); boots and 
shoes; reported petition in bankruptcy. 

HIO — Campbell — Ben Silver; boots, shoes, 
etc,; reported petition in bankruptcy. 

Zanesville—Jack Zwelling; boots, shoes, etc.; 
reported petition in bankruptcy; reported re- 
ceiver appointed. 

OREGON—Salem—Harry Cohen (‘‘Kafateria 
Shoe Store’); boots and shoes; reported as- 
signed; reported offering to compromise at 40 
per cent. 

PENNSYLVANIA — Philadelphia — Reuben 
Cohen; boots and shoes; reported offering to 
compromise at 25 per cent. 

RHODE ISLAND — Providence — Alexander 
Epstein (‘‘Alexander’s Shoe Shoppe’’) (“Irving’s 
Shoe Shoppe”) (“‘Harvey’s Shoe Store’’); boots 
and shoes; reported petition in bankruptcy. 

TENNESSEE—Knoxville—Minton Co. (““A. H. 
Rule’’) ; boots, shoes, etc.; reported receiver ap- 
plied for. 

WISCONSIN — Appleton— The Shoe _ Tree; 
boots and shoes; reported petition in bankruptcy. 








New Shoe Dealers 


DeWitt, Neb.—O. O. Mynyan. 

New York, N. Y.—Brooklyn Shoe Finding & 
Toy Co., 124 Ludlow St. 

Lyons, S. D.—Lewis Berg. 


Pleasant Valley, Pa.—Rufus H. Frantz. 


Danville, Ky. —Lerman Bros. 

New York, Y.—Williams Bootery, Inc., 
Queens. 

Buffalo, N. Y.—Bailey Slipper Shop, Inc. 

Syracuse, N. Y.—Le Vogue Shoes, Inc. 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 






New York, N. Y.—Bryer Shoe Co., 1261 Broad- 
way. 

Wilson, Mich._Wm. J. Roberge. 

Reedsburg, Wis.—Schweke & Fuchs. 

Linden, N. J.—Harold W. Singer, 108 Wood 


Ave. 

Calumet, Mich.—J. J. Newberry Co., 210-12 
Fifth St. 

Albion, N. Y.—J. J. Newberry Co. 

Monticello, _ ee & Darwin Bros. 
Deadwood, 8. -Adams Bros. 

St. Paul, SMa ~Union Label Shoe “Co. (Mfrs.) 
Bloomington, Wis.—G. J. Lucey. 

Pomeroy, Ohio—Elberfelds in Pomeroy Co. 
Sulphur Springs, Ark.—Mansfield Hardware 
Co. (Adds shoes) 

New York, N. Y.-—United Shoe Stores, 109 
Reade St. 

New York, N. Y.—United Shoe Market, 108 
Reade St. 

Chelsea, Mass.—New York Shoe Stores, Inc., 
408 Broadway. 

Van Buren, Ark.—Homer Richey. 

Carlton, Wash.—John Mackay. 

Sulphur, S. D.—Carl] E. Settle. 

New York, N. Y.—Emily Boot Shop, 29 W. 
46th St. 
New York, N. Y.—Levan Sample Shoes, 1314 
Kings Highway, Kings. 

Horatio, Ark.—Horatio Bargain Store, L. O. 
Shull Bldg. 

New Paris, Ohio—John L. Shaffer (adds shoes) 
Covington, Ky.—The Schiff Shoes Co., 534 
Madison Ave. (2nd store) 

Buffalo, N. Y.—Endicott-Johnson Corp., 613-15 
Main St. 

Kansas City, Mo.—Milen’s Shoe Co., Inc. 

Fort Worth, Tex.—Peacock Booterie, Gans’ 
Shop 
Elyria, Ohio — Miller-Jones Shoe Co., 332 
Broad St. 

New York, N. Y.—B. & E. Meyer Shoe Co., 


ne. 
Harvey, N. D.—Farmers Store. (soon) 
Dallas, Tex.—-Miller’s, Inc. (soon) 


Holyoke, Mass.—Miller’s, Inc. 


Carlton, Wash.—John Mackey. 

Detroit, Mich.--Becker Shoe Co., 1540 Broad- 
way. 

Corcoran, Cal. McCourt Brothers. 


San Jose, Cal. -Liberman Rosencrantz, 11 5S. 
2nd St. 


Indio, Cal.—O. Loeb. 


Beverly Hills, Cal.—W. L. MeNeil, 351 N. 
Beverly Drive. 
Fullerton, Cal.._R. L. Menasco Co., Inc., 211 


N. Spadra. 
La Habra, Cal.—R. L. Menasco Co., Inc. 
Klamath Falls, Ore.—Bratton’s, Inc. 
Marysville, Wash.—H. Hinchcliffe. 








Back from Buying Trip 


KANSAS City, Mo. (UTPS)—Arthur 
Glucksman, manager of the I. Miller 
shop, has just returned from New York 
where he has been buying fall mer- 
chandise, 

Suedes will undoubtedly be a big 
item for fall, Mr. Glucksman said, and 
the general trend will be toward at- 
tractive merchandise, just as it has 
been for the past few seasons. 

Just now this shop is stressing the 
ensemble idea and has a very striking 
window of matching shoes and bags. 
All of the popular shades of the season 
are shown. 

As for the type of shoe that has the 
greatest vogue, Mr. Glucksman stressed 
the opera, with cut-out sandals also 
very good. 

White linen dyed to match the vari- 
ous costumes of the purchasers are 
very big sellers. 

I. Miller has just opened a new 
Ingenue Shop in the store’ here. 
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Detective Recalls Toothpick 
Toes 


Kansas City, Mo. (UTPS)—Under 
a daily heading of “Do You Remember 
When” which is run in the Kansas 
City Star, B. H. Thurman, chief of the 
Kansas City detective department, re- 
cently supplied “You had to wear 
toothpick shoes to be anybody at all.” 

Chief Thurman remembered such a 
time only too well and he said it made 
him shudder even yet to think about it 
although he never went in for the 
style. He always insisted upon having 
room for his toes in his shoes. 

The toothpick shoe, he said, was a 
very stylish creation. The longer and 
sharper the toe the smarter it was sup- 
posed to be. He classed it in the same 
category with the yellow button shoe 
with box toe, although they did not 
appear at the same time. 


95 





Sees Business Sound 


PoRTLAND, ORE. (UTPS)—C. W. 
Schaaf, a director of the Florsheim 
Shoe Company of Chicago, who was a 
recent visitor here stated: “Business 
conditions are fundamentally sound, 
and we are backing up our confidence 
by a healthy expansion of operations. 

“The country has recovered remark- 
ably well, considering the shortage in 
the cotton crop, the stock market and 
the weather extremes. We have started 
the year with substantial increases 
over the same period last year.” 


New Hanan Store 


SEATTLE, WASH. (UTPS)—Hanan & 
Sons, manufacturers of men’s and 
women’s shoes, will open a retail store 
in Pine Center. H. A. Ballentine, of 
San Francisco will have supervision of 
the new Seattle store in addition to the 
stores in San Francisco and Los An- 
geles. The store will be opened Aug. 1 
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Getting More Shoes Sold Right; not 
only “‘more” but “right”; sold for the 
right purpose, to the right wearer, in 
the righi fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot aAnp 
Soe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


HAT do the shoe stores of Amer- 

ica need most of all in the month 
of June? The story which Woodrow 
Wilson once told seems to fit the case. 
It was of a young preacher going to 
his first charge somewhere in Ken- 
tucky, and he prayed fervently that he 
might have power in his ministrations 
there. After listening to his sermon, 
an old deacon went forward and said to 
him: “Young man, what you lack is 
not power but IDEES.” The mind has 
an inexhaustible appetite—let us feed 
it with new ideas. 


AAA 


RE the family shoe store, the fam- 
4 ily doctor, the family grocer and 
the “family this-and-that” on the way 
out? Can the family shoe store suc- 
cessfully combat the chains, factory 
subsidized leased departments and the 
short-line specialty shops? The appar- 
ent answer is—only as long as their 
usefulness to the community is an ac- 
tuality. The family shoe store offers 
the most complex problem in merchan- 
dising that is to be found in the entire 
shoe distribution field. We will tell in 
our first issue in June the greatest 
story that has ever appeared in a busi- 
ness paper. It gives a real answer to 
the family shoe store problem of how 
to carry a wide range of stock and 
prices. 


One economist says that no progress 
can be made in retail distribution 
“until this generation of shoe men dies 
off.” That statement is refuted in this 
article, which tells not only the story 
of one profitable family shoe store but 
shows, also, how any man can organize 
a similar success. A new method of 
charting types of shoes for entire fam- 
i:y coverage. You’ll want to read this 
extraordinary article. 


AAA 
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Hidden beneath the surface, unseen to the eye, reposes seven-eighths 
of the strength and beauty of an iceberg — a firm foundation. 


The hidden strength of every shoe tip is the box toe. That character and 
distinction so essential in modern footwear is yours when you specify 


VULCO-UNIT BOX TOES 
BECKWITH MANUFACTURING COMPANY 


Largest manufacturers of Box Toes in the World 
Statler Building Boston. Mass. 
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